Learned 


Case of Babsonitis 
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IN THIS ISSUE: 


EDITORIALS Expanding 

Cardinal Principles to Follow 
Watch Southern Industries - 
Worthy of Special Attention 


Mill Supply Markets 
A Lesson to Be 
Another 


Vame Is Now Interstate Machinery & Supply Co. 


Exposition in Charlotte Shows Southern Industrial 


Products 


Utilizing Windows to Build a Bigger Business 


Don't Be a One-Trip Man 


Kenneth C. Cardw 


Outings That Help to Foster a Company Spirit 


Frank Farrington 


Story of Sheet Packing Agent’s Sad Experience 


Rise of Henry Calkins, Mill Supply Salesman 


James H. Collins 


Invisible Exchange Factor in Foreign Trade 


Predicts Improvement in Industrial Activity 


| Protest Babson Suggestion 


f Vost Dealers Stock Twist Drills and Reamers 


Be Armstrong Bros. Tool Co. Enters Pipe Tool Field 
| New Products and Improvements of Interest 


General News from the Field (Six Pages) 


ell 
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Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 


FoR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
Eg tf PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 


DETROIT LUBRICATOR (COMPANY. G 


DETROIT, U.S. A. 


Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 


SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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Pre-tested Leather Belting 
lowers 
transmission costs 


Leather belts made by the pre-tested method—a Chicago Belting 
Company method of using tests to secure a more uniform high quality 
—lower transmission costs. They have an efficiency that is higher than 
any other transmission equipment—which means less power con- 
sumed. They grip the pulley so well that there is little or no slip and 
the power they save, compared to substitute belts or other less efficient 
belts, amounts to considerable in the course of a year. Practically 
every known test of belting quality—both chemical and physical—are 
regularly a part of Chicago Belting manufacturing methods. This af- 
fords the buyer not only with assurances but also with very positive 
proofs that in our Reliance and 


Sea Lion belts he is securing Chicago Helting Company 


the highest quality of trans- wor,” Manufacturers of (eather Belting 


119 Nc GREEN STREE 
mission belting obtainable. 


elting 


The CAPITAL Line Builds Business 


jr 


126 Brush St. 


The CAPITAL Line covers practically every industrial 
need in brooms or brushes. That means greater sales 
possibilities for you. And then the service given by 
CAPITAL Brooms and Brushes insures a steady and 
profitable repeat business. 


Send Today for Catalog 17 


Get acquainted with the CAPITAL Line. Let us tell you 
about our business-building sales co-operation, which 
jobbers say is the best plan ever developed. If you 
are interested in making real money out of the sale of 
industrial brooms and brushes write us today. 


Indianapolis Brush & Broom Mfg. Co. 


Indianapolis, Ind. 


CAPITAL 


Brushes-Brooms 


For All Industrial and Trade Uses — 


When writing to Advertisers please mention Mitt Suppties. 
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That Is What 


Manufacturers of a 


Made of Heavy Pattern Alr 
Furnace Malleable Iron 


“SATISFIED” 


You Will Say After Trying 


C. D. RAILROAD UNIONS 


The Unions With the Brass Vaive Seated Disc 


NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 
ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


Complete Line of MALLEABLE AND 


CAST IRON PIPE FIVTINGS Write for Catalogue 


“‘The File You Will 


DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 


vour 


File Insurance 


The Highest 
Grade File Made 


Eventually Use”’ 


Steam Specialties 


ONSISTENTLY adver- 
tised for years in lead- 
ing trade journals to con- 


Chucks 
Standard 
quipment 


Separators sumers and dealers. 
Steam 
Oil Long known to all users 
Air of high pressure steam. 
Traps Your salesmen can_ take 
Steam orders and be assured of 
Air li 
prompt delivery. 
Exhaust Heads 
Cast Iron Most jobbers stock Swanrv- 
Strainers wout Traps and Junior Feed 
Sediment Water Heaters. 
Feed Water H s = 
Swartwout Steam Special- 
pen Type 
| ties made exclusively by 
THE SWARTWOUT COMPANY 
Cleveland, Vhio 
Successors to The Ohio Body & Blower Company Jacol 
Plants at 
Cleveland, Ohio Orrville, Ohio E 


GUFFERS 


Swa r two ut DRIFINDERS. TAMERS 


T'S hard to tell what a drill will do—from its appear- 
ance, but the moment the mechanic uses a “U. S."’ Por- 
table Electric he is immediately conscious of the superiority 
of it. 
Its perfect balance, its lightness, its ease of handling, speed- 
ily demonstrate the particular distinctiveness that U. S. 
Portable Electric Drills have gained through their long ser- 
vice record under hard consistent usage. 
We have a very interesting trade proposition for Jobbers 
and Dealers. 
Write for catalog 20-P. 


UNITED STATES 
ELECTRICAL TOOL CQ 
CINCINNATI, OHIO, 


District Sales Offices and Service Stations 
Roston Houston Pittsburgh 
ago Kansas Mo. St. 
Cleveland Milwauk+ Toledo 
‘ 
New York 

Philadelphia 


Complete stocks 


carried in- all 
service stations, 


= 
FILES 
4 sHA > 
UNITED STATES 
The Good Mechanic Knows! 
‘ When writing to Advertisers please mention MILL SuppLigs. 


AN EXAMPLE OF EFFICIENCY 
WITH TOLEDO TOOLS 


Here is an excellent example of efficiency with Toledo Tools 
on a big contract job. 


This picture taken in the basement of the new Shelton Club 
Bldg., a new 30 story structure being erected in New York 
City, shows a ‘‘TOLEDO” Power Drive, operating a 
“TOLEDO” Pipe Cutter cutting off 8” pipe. A ‘‘TOLEDO” 
No. 3 tool is ready to be swung onto the cut end to thread 
it, with not a moment lost. 


“TOLEDO” PIPE TOOL EQUIPMENT 


eliminates lost moments and unnecessary labor. The thou- 
sands of contractors now depending on ‘“*TOLEDOS” to cut 
and thread pipe, will testify to ‘‘TOLEDO” superiority in 
the pipe tool field. They are undeniably the most perfect, 
most efficient pipe tools in use today. 


This new “TOLEDO” 
Catalog G is now 
ready for distribution. 


\ 
\ 


\ 
THE TOLEDO PIPE THREADING \ 
MACHINE CO. TOLEDO,OHIO 


NEW YORK OFFICE, S50 Church Street all 


GEARS 


GMOoTH running; correct in design, 
accurate and true to pitch, Caldwell 
gears are bound to please you. We make 


all types — machine-molded, cut tooth, : I N J E C yi O R S 


mortise gears, worm gears, etc. Learn 


more about Caldwell-Link-Belt Service. 
Let us figure with you next time you are oe 500 9 000 
in the market. satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
2 placements, together with an as- 
H. W. CALDWELL & SON CO. _Link-BeLT Company, owner 4 sured and proper profit to the job- 
‘ ber through our established resale 
s, reet—Chicago, 17th Street an 
ee, able line for any jobber to handle. 


> | American Injector Co. 
_ DETROIT, MICH. 
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QUPPLIES 


When, yielding to the insistent experiments of chemistry and 
metallurgy, nature finally gave up the secret of making steel, the 
resulting MERGER of basic elements revolutionized modern industry 


— and changed the whole current of civilization. 


MERGED! 


As men gradually increased their knowledge of steel, and experience 
gave them greater skill in its manipulation, it soon came “(Ac 
prs into use for a thousand and one things to satisfy every ccur 
human need. 
So, now, more than 50 years’ accumulated 
knowledge and hard-won experience man- 
ufacturing twist drills are drawn upon 


to effect a new merger—this time jo 
] a merger which is destined to f 
establish a new standard 
ine of merit for HIGH 
SPEED STEEL f 4 


the introduc- CLE-FORGE 
tion of high HIGH SPEED 
speed steel / DRILLS com. 
drills opened up j . 

new opportunities : bine the TOUGH 
fer ore resistence of the 


duction of drilled f : ; forged drill with the 


holes per hour and per ACCURACY of the 
drill, the demand for bet- milled drill. 


ter, BETTER, BETTER 
drills has been insistent and 
constant. 


Because CLE-FORGE 


will drill an accurate hole, 
For men soon found that pasos drillers who hitherto have been 
of the two types of high spee able to use only forged drills on 
drills offered them — forged and hard work have eagerly accepted 
Milled — possessed features lack- it 


ing in the other. 


They discovered that for work requir- 4 Because CLE-FORGE does not 


ing a strong, sturdy, tough. hard-to- break readily under strain, it has been 
break drill, the forged type could not be 


} . greeted with enthusiasm by drillers 
beaten. E J who, in the past, could use only milled 


And they discovered, also, that where they dcills Sor accavate wock. 


required accurately drilled holes, the milled \ 
type was supreme. 

But—they failed to discover a drill that com- > drill, the best qualities of two, many large ma- 
bined the best qualities of the ae Se until 50 chine shops have discovered to their satisfaction 
years of experience and ‘know-how ~— nel that it not only increases their production, but 
lowers their production costs as well. 


Because CLE-FORGE possesses, in a single 


supply houses everywhere. If, by chance, your dealer cannot serve you, write 
us direct. We welcome an opportunity to let CLE-FORGE “tell its own story. 


TWIST DRILL 
COM PANY 


CLEVELAND 
NEW YORK- CHICAGO-LONDON 


CLE-FORGE HIGH SPEED DRILLS are carried in stock by the leading mill 


TRADE MARK REG. IN U. S. AND FOREIGN COUNTRIES 


When writing to Advertisers please mention Mitt Supp 
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The huge storeroom above assures immediate deliveries 
of screw machine products. 


N unimpressive shop in 1907—a mam- 
moth source of supply for the Metal 


GE Working Industry today. 


>m- 


IGH HE unimpeded growth of The Cleveland Wrought Products Company 


ps was no happen-chance. Reasoning back from effect to cause, its present 
the 


the mammoth capacity can be directly traced to its honest desire and its ability 
to GENUINELY serve the industry in which it is engaged. 


RGE Its cap and set screw manufacture, for example, is illustrative of these motives 
hole, —a better grade of steel than absolutely necessary, considerably more strength 

se ae than actually required, and careful fabrication, that has assured real satisfaction 
-pted to the user. 


This intent, running like warp and woof through the daily activities of this 
Pine company and reflected in its products, has brought our organization into har- 
illers monious relations with the organizations we serve. It is a guarantee that we 
\illed will supply you with the products you require, in the quality and in the manner 


that we would like to have you supply us, if our positions were reversed. 
ingle 
ma- 
ction 


CAP & SET SCREWS Ce METAL STAMPINGS 
WASHERS AND ®Y@® RIVETING BURRS 


The CLEVELAND 


WROUGHT PRODUCTS Co. 
CLEVELAND, OHIO 
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WOOD 
SPLIT 
PULLEY 


The user of “The Reeves” Wood Split 
Pulley experiences a comfortable 
sense of security against the possibil- 
ities of any power transmission break- 
down. 


He knows that “The Reeves” Pulley 
is correctly designed, properly con- 
structed and evenly balanced. 


He has discovered how promptly and 
powerfully it will respond when 
emergency demands a sudden load. 


He is aware that “The Reeves” Pulley 
is built of select hardwood. Each rim 
segment is glued and nailed. Face 
is turned true to the bore, hence the 
pulley runs perfectly true and stays 
true. 


And, finally, he realizes that the 
admirable balance and symmetry of 
“The Reeves” Pulley means, steady 
transmission of power, efficient serv- 
ice and economical upkeep. 


What Better Pulley Could 
You Expect to Handle? 


REEVES PULLEY CO. 


Columbus, Indiana 


LEAS NOISELESS 


made in many and operate 
We make many sizes 


Some of the representative concerns who use them 


United Gas Improvement Co. Ford Motor Co. 
Public Service Gas Co. Franklin Motor Co. 
Consolidated Gas Co. N. Y. American Thermos Bottle Co. 
Massachusetts Mohair Plush Co., Russia Cement Co. 

Lowell, Mass. Phoenix Cheese Co. 
Buescher Band Instrument Co. British American Tobacco Co. 
C. G. Conn, Inc. American Tobacco Co. 
Mallenkrodt Chemical Works Carters Ink Co. 
Lehn & Fink, Inc. Splitdorf Electric Co. 
Operating gas furnaces; oi! heating outfits for homes, factories, green- 
houses: testing gas mains and fittings: testing gas meters; raising gas 
pressure: reviving exhausted gas wells by sucking; filling bottles and con- 
tainers: gasoline service pumps, wrap- 
ping machines; blowing balioons; singeing 
cloth; sand blast machines; vacuum 


LEIMAN BROS. 


60 Lispenard st. 
NEW YORK 


35 
Years 
Making 
Good 
Machinery 


Used 
All 
Over 
The 
World 


ROTARY AIR and GAS PUMPS 


smoothly, noiselessly and without fluctuation 


cleaning; agitating tiquids. “Take 
Write us about your problem 
preferably send oa with Up their 
tell u What) you Own 
Want to do- name the ay 
pliances to be operated, Wear”’ 


LIDSEEN 


The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil 


by means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
37 different numbers. Copper plated or gun metal 
finish. 

Ask your jobbers’ representative 
or ask us 


LIDSEEN PRODUCTS 


830-840 So. Central Ave., Chicago 


| 
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Many Dealers Attribute 


a large portion of thei success to the 
many advantages of handling 


ante 
The GC) ©O Line 


SONS CO. 


of Power Transmitting Machinery. Because 
once sold it remains sold to such an extent that a 
large portion of their orders are “repeats.” Their 
organizations and our own have become familiar 
with the names of our mutual customers. An 
evidence of a quality product. 


T. B. WOOD’S SONS CO. 


CHAMBERSBURG, PA. 


S CO, 


Line 


A 
Complete 
Line of 
Equipment 
for Every 


Transmission 
Need 


Ask for 
Details 
of Our 


Dealer 
Plan 


ny INVITATION 
MEMEER OF 
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SKAYEF 
Tell your prospect —the 4-Saving Hanger 


Let your shafting coast— Ist Skayef Hangers save from 59 per 


Saving cent upward of the energy which 
plain bearings consume in friction, 


—no brakes This means a saving of 15 to 35 per cent of 


your power cost. 


| 
| 
| 
| 
| 
or adjusting bearings; forced idle- | 
q 


OUR customers would not think of operating a car with the brakes oa ee ee 
on—and they coast on the down-grades to save gas. They are just sid 

as much interested in giving their line-shafttng a chance to turn power thy caitlin 

into profits by letting it coast with the brakes off. 3rd Lubricant consumption reduced 60 


¥ to 80 per cent as compared with 
Skayef self-aligning ball bearing hangers enable you to offer a 15 to required only at infrequent intervals and it 

cannot leak out and ruin belts or product. 
35°; reduction in power bills—and is almost needless to say that 


codes here is no discernible wear of th | 
dealers are enthusiastic over the large, quick and easy sales they are ee 


a Saving hard steel balls and races and ab- 
making. solutely no shaft wear. Dust and i 


grit cannot enter the 
self aligning ball-bearings have the exclusive 
Take advantage of the enlarged markets offered—-ot carrying equip- inherent ability of compensating automati- 
cally for shaft deflections, 
ment that has such great economic advantages as to appeal to both new 
and long established plants. Let us tell you what this proposition 
has meant to others—what it means to you. 


1047S 


THE SKAYFF BALL BEARING COMPANY ° . - - 165 Broadway, New York City 


When writing to Advertisers please mention M1Lt SuppLigs. 
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Allin Favor 


We seldom hear of a MORCO user who 

gives up his MORCO Stillson for another 

make. In performance MORCO wins instant 

approval. In time they prove their usefulness Morco Display Stand 


lasts much longer than their user. f 
A voice on your counter that is 


always talking MORCO Suill- 
sons. Attractively lithograph- 


It's the ‘‘stuff” that’s in them—the process 
they're made under- and the craftsmen who 
forge and machine them that has made 


MORCO Stillson Wrenches first choice of big ed in colors on heavy gauge 


metal. 
wrench buyers. 
“A MORCO Displayed is a 


There is more than profit in MORCO Stillson MORCO Sold” 


Wrenches—there’s a feeling of pleasure that 
you couldn't sell a man any better. 


MOORE DROP FORGING CO. 
Sprin¢field, Mass.U.S.A. 


a Lon 'on Office 
74-76 Murray St. MO 27-28 /nning St. E.C 


Chicago Office STILLSON WRENCH Paris Off e 
.? N. Clinton St. THE ORIGINAL STILLSON PATTERN PIPE WRENCH 18 Rue Corbeau 


When writing to Advertisers please mention Mitt SurpLtes. 
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Medart installation in plant of Wagner 
Electric Manufacturing Company. 
St. Louis. 


Male and Fom 


an 
alignment. 


Cast 
from ; 


t 
You can ge 
w 4 Split Pulley. day you 


ton 
them trom 
ordet 


Flange Coup- 


shaft end 


Pressed on 
aa faced to insure accurate 


A Specialized Organization 


The Medart Company is a specialized organiza- 
tion whose 43 years’ concentrated experience cen- 
ters around the design and construction of every- 
thing required for the mechanical transmission 
of power. 


The high quality of all Medart products is as 
stable as the Medart organization—it is in fact 
the foundation which firmly supports the high re- 
gard that Medart equipment enjoys throughout 
the industry of the United States. 


Everything in Line Shafting Equipment 


Medart means everything in line shafting equipment. 
Shafting, couplings, collars, hangers, bearings, bearing 
supports, gearing, friction clutches, rope sheaves, belt tight- 
eners, fly wheels—these and many kindred items form the 
basis of the Medart line and place the organization in a 
position to successfully serve every power transmission re- 
quirement—IMMEDIATELY! 


Get New Catalog No. 43 


Our new, complete catalog No. 43 is a handy refer- 
ence book for Engineers, Designers, Mechanics and 
Power Users. Send for your copy today and submit 
specifications for estimate. 


THE MEDART COMPANY 
Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh and New York 
Office and Warehouse in Cincinnati 


whatever your 
y them 

can 

needs. up to on 

Gears in? Do 

eter. Stands te 
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ELL QUPPLIES 


NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg CHICAGO, 343 So. Dearborn Street 
WM. P. HORN CO., Pacific Coast Agents San Francisco Portland Seattle Los Angeles 


‘Where O-B Valves are Made 


The airplane photograph shows the plant of The Ohio Brass Company 
at Mansfield, Ohio, where O-B Valves are made. Total floor space of the 
buildings is well over 400,000 square feet and over 1500 men and women 
are employed in this factory. 


Notice the railroad facilities available on all sides. 


the Ohio (R) Brass 


Mansfield; Ohio.US.A. 


ROLLER 
BEARINGS 


for Power Transmission Purposes 


The industrial world is continually striving to re- 
it’s duce friction because friction means power loss. 
Bud with elec. The first metal bearings were of cast iron. Then 
wicelly welded came babbitt metal—a great step in advance but 
: leaving much to be accomplished. Now BOND 
Roller Bearings are replacing babbitt bearings and 
cutting frictional losses in power transmission ma- 
chinery from 40% to 50%, resulting in actual sav- 
ings of from 12% to 15% in the cost of power in 
plants where they have been installed. 


collars” 


BOND Roller Bearings belong in every dealer's stock 


of power transmission equipment. They are one 
of the signs of the times—representing progress in 
overcoming friction. Their absence from your stock 


and your cataloy will be conspicuous to your cus- 
tomers. Ask for prices and discounts. 


Consult’ MacRae'’s Blue Book for the nearost Bond distributor 


Bond Foundry & Machine Co. 


Manheim, Lancaster County, Pa. 
Chicago Office: Reeves Bond Sale. Co. 
Clinton and Monroe Sts. 


New York Office: Bond Foundry & Machine Co. 


173 Lafayette St. 


-—- 
Patented and Patents pending 
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The Cored 


Bar With a Reputation 


Will supply jobbers who specialize on cored and solid bars of 
Bunting Phosphor Bronze are finding that the old established 
prestige of Bunting quality ts a sales force wherever men build 
and repair machinery. 


UNTING Phosphor 

Bronze has long since 
been accepted by engineers, 
machinery builders and ma- 
chinists as the standard of 
quality for the world. It has 
proven its worth in machinery 
of every conceivable kind. 


The mill supply jobber who 
sells Bunting cored and solid 


THE 


31 Stock 
Sizes 


i 


Genuine 
Bunting 
Phosphor Bronze 


BUNTING BRASS & BRONZE COMPANY 


Toledo, Ohio 


CHICAGO 
Wabash 


bars gets the benefit of this 
sales producing acceptance of 
the product. The big national 
advertising campaign back of 
Bunting products is an added 
powerful force. 


Write for our cored bar propo- 
sition. Write for Stock List 9 
showing cored and solid bars 
always ready to ship. 


Alesoriation 


BOSTON 


Main 


Sor 


BUNTING 


When writing to 


Advertisers please mention MILL SuPPLIEs. 
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Sterling Grinding Engineers’ 
Influence on Better Grindin¢ 


Our idea of selling Sterling wheels is to produce a wheel for you that 
will give you better results than you are now getting. 


But to produce such a wheel requires exact practical knowledge of the 
various conditions under which the wheel is to be used. To adequate- 
ly do this we introduced to industry the Sterling Grinding Engineer. 


Trained in the school of practical experience he knows grinding as 
only a shop man can know it. When he comes into your plant, chances 
are that he has dozens of times personally done the grinding you are 
doing. 

He approaches the job with the interest of a production man rather than the 
zeal of a salesman. His interest is a better job of grinding—of more grinding 


per dollar invested. And all over the country Sterling Grinding Engineers are 
getting just such results. 


The influence of the Sterling Grinding Engineer is being felt in many plants. 
His service costs you nothing but his visit with you should be the means of 
better grinding at lower costs. Call him in for a friendly shop talk. 


The Cleveland Stone Co. 


CLEVELAND, New York and Boston 


A Complete Source 
of Supply 


“Cleveland” Grindstones 


Power or Hand Operated 
Mounted and Unmounted 
Iron and Wood Frames 
Commutator Stones 

Oil Stones 

Ete. 


Sterling Abrasives 


Sterlith Wheels 

Sterbon Wheels 

Vitrified Wheels 

Silicate Wheels 

Elastic Wheels 
of every size and shape 

Sterbon Round Knife Sharp- 
eners 

Sterbon Abrasive Files 

Sterlith Scythe Stones 

Sterling Bricks 

Sterling Grinding Machinery 

Bench, Floor, Swing Frame 
and Wet Tool Grinding 
Machinery 


The Sterling Grinding 
Wheel Co. 


Division of The Cleveland 
Stone Co. 


THE STERLING GRINDING WHEEL CO., Tiffin, O., and 30 N. Clinton Street, Chicago 


L. Best Co., Inc., New York Distributors 


STERLING ABRASIVES 


AND STERLING GRINDING MACHINES 


When writing to Advertisers please mention Mitt Supp irs. 
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WALWORTH TEAMSTERS’ PIPE ROLL 


What is wrong 
In these pictures ? 

* x 
“Well,” said somebody, 
“You wouldn’t use a 
“Pipe roll 
“In handling 
“Plalf-inch pipe!” 

* x 
Maybe SO), 
But the Walworth 
Teamsters’ Pipe Roll 
Does take half the work 
Out of 
Handling pipe 
In larger sizes 
And is easily moved 
Krom one place 
To another. 


Wherever there is pipe, 
\ngles, bars, shafting, ete. 
To load, 
Unload, 
(or work on, 
Your men need 
\ Walworth 
Teamsters’ Pipe Roll. 
ok 
We'll send vou 
A bunch of 
Pipe Roll leatlets, 
If vou can use them, 
But try this handy Gadget 
On vour own trucks first. 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Plants at Boston and Kewanee, III. 


Chicago Cleveland Glasgow Kewanee, II. London New York 
Philadelphia Portland, Ore. Seattle San Francisco Youngstown 


WALWORTH INTERNATIONAL CO., NEW YORK, Foreign Representative 


23,000 Different Items 


Valves, Fittings, Tools for Steam, Water, Gas, Oil and Air 


When writing to Advertisers please mention MILL Supp.ies. 
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Customers “Sold” 
On the Belting You Sell Them 
You can't sell your customer more belting, unless 
you keep him sold on the belting you sell him. 
You can't keep him sold on the belting you sell 
him, unless that belting gives satisfaction on the job. ™ jaa 
It can't give satisfaction on the job unless it is 
properly joined. Puiley-side 
The way your customer joins the belting you sell 
him is as important to you from the Sales Standpoint 
as to him from the Service Standpoint. It is vital to 
your belting business that you see to it that he joins 
it the right way. And, there's only one right way: 
e e a 
join belts the one right way 
The Crescent joint permits your 5clting to render its best service— 
to do full justice to itself, and to you. It runs the same as endless 
on the pulley side, hugs the pulleys closely and insures full power 
transmission. It does not cut, punch away or weaken any part of 
the belting fabric. It sustains the belt’s 
Selling Help— full strength for the belt’s full life. 
That Really Helpsp— Make sure that the beltin ou sell 
That's the kind we give you. Our 
high-powered sales service gets results. 1S joined i In this” one right way . Sell 
It costs you nothing. It pads your 
eroft-book.” “Why not cash in on it Crescent Belt Fasteners with every 
cut length and roll. By sO doing you 
“Automatic Repeaters” will insure your customer's satisfaction 
with the belting you sell him, and in- 
peaters”’: Referring, of course, to 
the first time, the REPEAT orders 
come AUTOMATICALLY. 
‘IT PAYS TO CONCENTRATE” 
We’re Telling The World— Crescent Belt Fastener Co. 
the facts about Crescent Belt Fasteners in our 
advertisements, which appear month after 
month in the industrial publications. This 
advertising is making Crescent sales. You 
might just as well get your share of them! 
When writing to Advertisers please mention Supp ies. 
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LEMLEY FRICTION CLUTCH 


JONES UNIVERSAL 
DROP HANGER 


W. A. Jones Foundry & Machine Company 


Main Office and Works: 4411 West Roosevelt Road, CHICAGO 
Branches: New York — Pittsburgh — Buffalo — Milwaukee 


Power Transmitting 
Machinery 


When writing to Advertisers please mention Mitt Supptigs. 
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New and aes High Speed Drilling 


of 
WHITE GOLD 


In successfully drilling the famous new 
Wadsworth White Gold, Whitman & 
Barnes have established a new record for 
high speed drilling with very small size 
drills. 

The most striking, and in many ways 
the most valuable characteristic of this 
new and better gold by Wadsworth, is its 
extreme hardness. 

Much of the usual practice in handling 
and working watch case material was 
found ineffectual in shaping and tooling 
this superb but stubborn alloy. 

Most twist drills wilted, burned, or 
broke under the strain; not more than a 
few holes could be produced per drill. 

The remarkable reserve capacities of 
Whitman & Barnes high speed drills were 
again thoroughly, demonstrated by suc- 
cessfully meeting this serious situation. 

Working with perfect accuracy, to the 
very finest dimensions, these “W & B” 
high speed drills increased Wadsworth 
production many hundred per cent. 
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High Speed Drilling 


Wadsworth 


WHITE 


The above are actual photographs 
taken in the works of the Wads- 
worth Watch Case Co., Dayton; 
Kentucky. 

They illustrate stem-hole drilling 
in the crown of 14-karat Wads- 
worth watch cases of white gold. 

These crowns must be drilled to 
fit the stems of the very smallest 
watch movements, some of which 
are as small as .020 inch. 

In drilling this new Wadsworth 
14-karat white gold the most severe 


“W & Warehouses 


\ 


requirements were imposed upon the 
small high speed drills which were 
used. 

The drills not only had to pene- 
trate this gold (the hardest ever pro- 
duced), but at the same time were 
required to maintain absolute uni- 
formity and accuracy. 

In meeting this situation, with 
drills taken out of stock, Whitman & 
Barnes again demonstrated the very 
exceptional character of their twist 
drills and reamers. 


64 Reade Street, New York City 
565 W. Washington St., Chicago, Il. 
139 Queen Victoria St., London, E. C. 4 


Whitman Barnes 


AKRON, OHIO 


Manufacturers of TWIST DRILLS AND REAMERS Exclusively 
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High Speed Belts— 


Test Special Rubber Belting is eminently adapted for 
high speed work on drives similar to the kind illus- 
trated. 


This centrifugal oil extractor, revolving at the tre- 
mendous speed required in its operation, calls for belt- 
ing of great flexibility and endurance to stand up under 
the conditions shown. 


When you consider that the pulleys are small, the 
speed high, and the quarter turns of the belt impose 
an additional strain, the fact that a Test Special Rub- 
ber Belt has been running on this drive for two years 
without appreciable wear is evidence of its sterling 
qualities. 


If you have a belt drive that is not working just right, 


let us know the conditions and we will prescribe an eco- 
nomical belt of the right width and ply for the work. 


NEW YORK BELTING & PACKING CY. 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis Salt Lake City San Francisco 
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Double Keyed Pin 
Head Construction 
prevents pin from 


turning 


JEFFREY 


2359-4 


RIVETED CHAINS 


Are good general service chains for 
Elevators and Conveyors — also 
make excellent Drive Chains. 

“Reliance” chain is made of malle- 
able iron and assembled with steel 


rivets. 


Is an intermediate step be- 


tween a riveted Mey-Obern and 


“Hercules” 


chain. Works over 


many of the Detachable and Mey- 
Obern Sprockets. 


Jeffrey Equipment includes elevating and conveying machinery 
and accessories for economically meeting all kinds of handling 


conditions. 


Write for our Dealer’s Proposition. Address Mill Supply Department. 


The Jeffrey Mfg. Co. 


968-99 North 
Fourth Street 


Columbus, Ohio 


Leading Machinery Supply Dealers who 


J. KE. Dilworth Co, 
Keith-Simmons Co.—Nashy 
Georgia Supply Co. 
Hyman supply New 
Standard Supply Co. 
Mill & Mine Supply Co. 


The Central Supply Co. -1 
General Machinery 
salt Lake Hardware Co. 


Memphis, 


Briggs-Weaver Machinery Co. 
San Antonio Mach. & Supply Co. 


stock the Jeffrey Line: 


H.C. Freeman Co. Boston, Mass. 
Ingersoll-Erskine-Healy, Ine. ito 
Syracuse Supply Co. Syracuse, N. 
Chas. Millar & Son Co. U 

Ryther & Pringle— Carthage, N.Y 
H. P. Weller Co.—Eriv, Pa. 

Carey Machinery & Supply Co. 
Jasperson Supply Co. St. Marys, 
The Wirthlin-Mann Co.— Cincinnati, 
Smith-Courtney Co.—Richmond, Va. 
The Noland Co.—Roanoke, Va. 
Taylor-Parker Co.-- Norfolk, Va. 
Moore-Handley Hdw. Co. -Birmincham, 


Bern & 


Salt Lake 
Denver, Colo, 
Omaha, 
Kansas City, Mo, mill 


El tor using Jeffrey BE. ©. Horne Machinery Co. 
hains hilled American Supply & Machinery Co. 
tr n Wheel Standard Tool & Supply Co. 
thle Buckets Feenaughty Machinery Co. 


Portland, Ore, 


chester, 


tica & Ringha mpton, 


Raltimor 
Ohio 
Ohio 


Tenn, 
ille, Tenn. 
Cotton States Belting & Supply Co. 
ivannah 


Atlanta 
sacksonville, Fla, 
Wilmington, 
New Orleans, La. 

Mulberry 


Ga., ¢ 


ind Lake 
Dalla 
San Ante 
zittle Rock 
& Supply Co. 


Tex. 

Waco, Tex, 
Ark. 

San Franciseo, Cal, 
‘itv, Utah 


N. Y¥. 


Md, 


Ala. 


land, Fla, 


The New Jeffrey Steel Boot 
economical ¢ 
do particularly for cotton se 

and for use with doub ‘vd 
tsings, Made in 3 sizes, Nos, 15 


onstruc tion, 
Nebr, 


RR Attachment 


Attachment 
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the CHICAGO 


Power Transmitting Appliances 


Ball Bearing Loose Pulley 


Mr. Dealer: 


The CHICAGO LINE of Power Equipment is a 
complete line of all standard appliances with many 
up-to-date specialties, such as Ball Bearing Loose 
Pulleys, Ball Bearing Friction Clutches, Ball Bearing 
Hanger Boxes, Ball Bearing Emery Grinders, Ball 
Bearing Countershafts, etc., all guaranteed to elimi- 
nate troubles caused by the use of ordinary equip- 
ment. These specialties are in demand and profitable 
for any dealer to handle. 


It is a known fact that ball bearing equipment 

pee ‘ eliminates friction and reduces power bills, and all 
Ball Bearing Friction Clutch, Sleeve Type live dealers will be looking for a connection along 
this line. 


We have mentioned only a few of our many trouble 
saving specialties. Are you handling up-to-date 
equipment and making as good profits as CHICAGO 
LINE dealers? 


Catalog and Prices sent on request. 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 30 So. Clinton St., Chicago, Ill. 
FACTORY: Menomonee Falls, Wis. 


The Marvel Grinder, Ball Bearing 


When writing to Advertisers please mention Mitt Surrvies 23 
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STEEL SHAFT HANGER 


Patented 


“THE PIONEER’, as its name indicates, was the first successful 


steel shaft hanger ever made. 

Having graduated from the school of experience, the 
‘“‘PIONEER”’ of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 

Stock the ““P IONEER”’, the original, the genuine steel hanger. 


We also make Bench Legs, Pillow Rlocks, Couplings, Collars, 


etc. Ask for catalogues and prices on the full line. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THe “PIoNEER” STEEL HANGER PEOPLE) 


When writing to Advertisers please mention Mitt Supriigs. 
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HEWITT 


Transmission Belting 


The conscientious distributor of Belting is always interested in the 
transmission needs of his customers. 


Any given power installation may produce all the energy for which 


it was designed, but 


If the energy cannot be delivered to points of usage in full flow and 


continuously, then 


There will follow a sharp decrease in machine speed and shrinkage 
in production, which means a costly addition to overhead. 


HEWITT Transmission Belting is made in four brands, each espe- 
cially designed to meet the full requirements of its particular field. 


For Extreme Service 


For Heavy Duty—such as main 
drives 


For General Purpose Work 
For High Speed Work, as small 


pulleys on woodworking machin- 


ery, motors, blowers, etc. 


HEWITT MONOGRAM 


HEWITT HEAVY DUTY 
HEWITT “TRIPLE H” 


HEWITT LIGHTNING HIGH SPEED 


We have some territory open for Distributors. 


Better write us today. 


HEWITT RUBBER COMPANY 


Factory and Executive Offices 


Buffalo 


New York 


When writing to Advertisers please mention Mitt Surpries. 
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Announcing a New Package 


E. have recently perfected a new method of pack- 
ing our Cut Lace Leather, which every dealer 
who handles this article will appreciate. 


When so ordered it is now put up in strong cardboard 
boxes, each box containing 100 feet of Lace. Each string 
is folded and enclosed in an oil proof envelope, and then 
neatly packed in the box, which is attractively labeled 
with necessary information. There is no change in quality. 
The same fine quality as always found in our 


Cocheco Rawhide 


and 


Oriole Indian Tanned 


will be available hereafter in the new package. The new 
form of container keeps the Lace clean and fresh at all 
times, and permits of orderly storage and attractive 
display. 


Both Cocheco Rawhide and Oriole Indian Tanned are 
leaders in their reputation for high quality and reliability 
and in volume of sales. We will be pleased to hear from 
any dealers not now handling these lines. 


I. B. Williams & Sons, 


CHICAGO, ILL. NEW YORK, N. Y. BOSTON, MASS. 
14-16 No. Franklin St. 71-73 Murray St. 157 Summer St. 


When writing to Advertisers please mention Mitt Suppties. 
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bsolute UNIFORMITY 


Proved by the Microscope 


Remelt No.1 


Remelt No. 2 


Remelt No. 5 


REMELT No. 1 
Magnified 
14 diameters 

This area on the ingotwas 
actually about 116 of an 
inch in diameter. The light 
areasshowthe matrixof cop- 
per holding the black spots 
of lead. Note how eventhe 
distribution of metal is 


REMELT No. 2 
Magnified 
14 diameters 

Nc tice again the even dis- 
tribution of the black spots 
(lead) throughout the area. 
There is no evidence what- 
ever of anytendency toward 
segr_gation, 


REMELT No. 3 
Magnified 
14 diameters 
Eachofthese photographs 
was made of metal in the 
same relative place in each 
ingot, so that the compari- 
son is direct. Note that be- 
tween the principal spots 
of lead there are smaller par- 
ticles. With this distribu- 
tion of lead throughout the 
metal in a space only 1/16" 
square, there is abundant 
cushion for the shatt. 


REMELT No. 4 
Magnified 
14 diameters 

This is a most remarkable 
demonstration for if ever 
segregation were to occur, 
it would have started before 
the fourth remelt. The cop- 
per holds the lead in thor- 
ough suspension —a com- 
plete mixture of two unlike 
metals which, combined, 
make the most perfect bear- 
ing metal known. 


REMELT No. 5 
Magnified 
14 diameters 

Compare thi. photograph 
with No. 1 above. If any- 
thing, the distribution of 
lead throughout the copper 
is more complete than when 
remelting began. Because 
these remeltings were made 
underconditionsof ordinary 
foundry practice, the results 
can be duplicated anywhere 
at any time. 


award 


The most remarkable 
Copper-Lead bearing metal 
in the history of the industry 


The Story of the Test —Several bars of Stewart **D” Bearing 
Metal (50 Brinell test) were taken at random from stock and handed 
to a melter to remelt and pour into ingots. One ingot was marked 
“D1,” the balance were again melted and recast. One was marked 
“D2” and the balance recast, and so on until five remeltings were 
made. The five ingots, D1, D2, D3, D4 and D5 were then turned 
over to Prof. A. H. Carpenter of a prominent technical college for 
microphotographs to determine whether segregation of lead and cop- 
per had taken place. 


HE five photographs at the left tell a most remarkable 

story. Through five remeltings, Stewart Bearing Metal 
taken from stock did not break down or segregate, and its uni- 
formity was proven. An excerpt from Prof. Carpenter's re- 
port reads: 

“I have made numerous microphotographs of samples for you and have 
found them ‘uniform’ in the sense that the copper and lead are evenly distrib- 
uted. In this series, made to determine whether the metals would separate 
after a number of remeltings, I can see no difference in the distribution of 
metal in the first, last or in any of the series." 


Tests show that above 600° this metal sweats a little lead, 
lubricating itself. Even at 1000° it does not score 
shafts. Though lubrication fails, it will not melt 
up to 1700°. 


Big Savings the Great Result 


Stewart Bearing Metalcan be boughtconfidently. 
It cuts down operating costs amazingly. Our 13- 
inch stock bars and bushings, finished all over, 
give 12 full inches of bearings with ample room 
for chucking and tool clearance and prac- 
tically no waste. We can show outright 
savings of 50.56%. 

Stewart Bearing Metal is made in four grades: ‘B"’ 25 Brinell; 
40 Brinell; Brinell; 80 Brinell [a special metal 
for heavy service}. Made in bars and bushings in 13” lengths, 
FINISHED ALL OVER, 258 sizes in stock. Bars and bush- 


ings over 414" diameter on order. Finished bars or bushings can 
be made to dimensions as specified. 


A few territories remain to be allotted to dis- 
tributors. Jobbers find our 1 3" bar a wonder- 
ful seller because of its obvious economies 


Stewart Manufacturing Corporation 
4504-90 Fullerton Avenue Chicago, Illinois 
Or communicate with our nearest factory representative: 
L. RUPRECHT A. C. OLFS Cc. W. ROOT 
30 Church Street 7321 WoodwardAve. 57 Erie Street 
New York, N. Y. Detroit, Mich. Milwaukee, Wis. 
J. FRANK LANNING & CO. E. P. GRISMER 
327 First Avenue 1986 E. 66th Street 
Pittsburgh, Pa. Cleveland, Ohio 


Metal 


The Perfect Metal for Bearings 


When writing to Advertisers please mention Suppties. 
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WICKWIRE WIRE ROPE 


FROM ORE TO FINISHED PRODUCT 


From Wickwire mines in Michigan, across the Great Lakes in Wickwire ore boats 
to the Buffalo steel mill, and the process of making Wickwire wire rope is begun. 


Selected steel, carefully drawn and tested wire and correct construction insure you 


a stock of wire rope that will please your present customers and make new friends for 
your business. 


You can count on Wickwire Spencer service at all times. 


~ 
Ma 
the 


Worcester 


Wickwire Spencer Steel Corporation 


41 East Forty-second Street, New York 


Buffalo Detroit Chicago San Francisco 
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DUMORE 


CATALOG PAGE 


No. 1-BD Drill 


No. 2-BD Drill 


Bench Capacity 
i Drills to 
Rack 


center of 8” 
ini Adjust- 


Type A Drill 


Sensitive, accurate, 
portable. Capable of 
drilling holes to 44”. 


Equipped with 
sturdy universal 
type motor, oper- 
ating on either 
alternating or di- 
rect current. A 
quality tool rea- 
sonably priced. 


Stripped 


Type-D Motor Stripped 


io. 3-GM Type 


Type-A Motor 


Grinders for Every Grinding Need 


MERICA’S leading metal working 

industries, desiring to obtain exact- 

ing limits at the least possible cost, 
are equipping their plants with DU. 
MORE High Speed Grinders. Experi- 
ence has shown that these precision 
tools are invaluable because of their 
ability to economically perform a wide 
variety of close grinding operations in 
tool room and shop. In many instances 
these handy tools are being used ex- 
clusively for production work where ex- 
treme accuracy is required. 


Used Wherever Small Holes are Drilled 
Bui those who like to do a good job 


quick, there is no greater saver of 

time and labor than DUMORE Gear- 
ed Electric Drills. Easy to handle— 
convenient to operate, these light weight 
tools can easily be carried about from 
place to place. They eliminate expensive 
teardowns and do away with slow, tire- 
some handwork. 


Special Motors for Special Applications 


UMORE Fractional H. P. Motors, 
because of their unfailing’ dependa- 
bility, appeal strongly to those man- 
ufacturers of electrical appliances who 
appreciate the merchandising value of a 


motor which does not have to be pampered. 


Proved Sellers! 


OU run no risk in stocking up with 

these universally accepted, quality 

tools. Dominant advertising, plus 
an established reputation for consistent, 
long-lived performance, makes it easy 
to sell grinders, drills and motors bearing 
the DUMORE name. That’s why num- 
erous hardware and mill supply jobbers 
are experiencing quick turnovers at a 
good profit on DUMORE products. 


The same opportunity is presented to 
you—why not grasp it? Jobber’s dis- 
counts and full details of our selling 
plan furnished on request. Write to- 
day! 


No. 1-JG Grinder 


No. 3 Multi-Speed 
Grinder 


No. 
2-AG 


Grinder 


No. 


No. 2-CG 
Grinder 


No. 2-OG 


Grinder 


WISCONSIN ELECTRIC COMPANY 


4663 Sixteenth Street Racine, Wisconsin 
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THIS 


On Rubber Goods of any Kind is a 
GUARANTEE of SATISFACTION 


— Distributors handling Diamond Rubber Goods find their 
customers well pleased. As one Diamond Distributor puts it— 


““We consider yours one of the most desirable 
lines we handle, both from a profit-making 
standpoint, and as being instrumental in secur- 
ing many satisfied customers.”’ 


DIAMOND RUBBER PRODUCTS 


Are of the highest quality and efficiency, and we stand back 
of them with a practical working guarantee. They build 
good will. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Branch stocks at the following points: 


Atlanta Chicago Kansas City New York San Francisco 
St. Louis Dallas Los Angeles Philadelphia Seattle 


Diamond 


BELTING ~ HOSE ~ PACKING 
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THE PROTECTION OF PIPE AGAINST 
INTERNAL CORROSION 


Practical Means of Protecting Pipe 
Against Internal Corrosion 
A new “NATIONAL” Bulletin that turns the 


spot-light of modern research on this important 


subject. Every user of pipe who reads this bulle- 


tin is sure to profit by the practical information it 


contains. 


As a step toward better pipe service — 


--------» USE THE COUPON 


“NATIONAL TUBE COMPANY 


Frick Building, Pittsburgh, Pa. 


| Plheatesond National Bulldin Ne: s 


' Name 


Address 
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HULL CQUPPLIES 


DON’T YOU THINK 


—that, as the world’s largest manufacturers of Wood Pulleys; 


—that, as a concern whose trade name, LIMESTONE, has 
meant highest quality for forty years; 


—that with a worldwide distribution of LIMESTONE Pulleys 
from Calgary, Alberta, to Buenos Aires, and from Christiana, 
Norway, to Johannesburg, 


—we should be able to save you money and worry on your trans- 
mission pulley requirements ? 


We will. 


THE OHIO VALLEY PULLEY WORKS, Inc. 


MAYSVILLE, KY., U.S. A. 


IRENEW GLOBE IRON BODY 

VALVE—IRON BODY PILOT GATE VALVE 

steam working pressure Steam working pressure 
up to 150 pounds. up to 100 pounds Fig. 168 
sizes to 3 inches Sizes to inches 


UNEQUALLED FOR SERVICE 


Cast of a Close Grained Tron of High Tensile 
Strength. Dise and Seat Ring of “Lrenew” Valve 
cast of Powellium Metal to Resist Corrosion. 


Specify “Powell Valves” 
on Your Next Requisition 
to Your Jobber or Dealer. 


When writing to Advertisers please mention MILL SuppLigs. 
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“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL DEVOTED TO THE INTERESTS OF THE 


JOBBERS AND MANUFACTURERS OF MILL, STEAM, 


MINE AND MACHINERY SUPPLIES 
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EXPANDING MILL SUPPLY MARKETS 

Census reports show that in the year 1921 there 
were in those sections of the country known as the 
reyistration area, 1,714,261 births and 825,511 
deaths. In other words, there was a natural in- 
crease in population in the area, of 888,750. This 
area includes approximately 65 per cent of the 
United States, so that if we estimate the additional 
increase from the unregistered area, our natural 
population increase yearly is well over 1,350,000. 
The reports on which these figures are based were 
recently issued by the bureau of the census. 

A prominent Chicago newspaper writer in a re- 
cent editorial on the subject of this gain in popula- 
tion commented as follows: “A financial writer es- 
timates that by adding 5,000,000 people to the popu- 
lation of the United States new business equal to the 
entire value in dollars of our trade with Europe 
would be created. Of course, 5,000,000 more people 
here would not mean that wheat and cotton export- 
ers would find an equivalent for their European 
sales, because the percentage of their business with 
Europe is so far in excess of the percentage of the 
entire business of the country with Europe. But 


the figure is interesting in that it shows how busi- 
ness expansion is assured in America, regardless of 
what happens to the rest of the world. If not an- 
other immigrant ever lands on these shores, our nat- 
ural population increase at the present rate assures 
continuous growth and at no distant day another 
rise in the value of farm land, as agriculture, now 
slightly overexpanded, will soon be called upon to 
meet a capacity home demand.” 

Considering the average natural increase of popu- 
lation as based on the census figures, our domestic 
markets alone would, according to the foregoing 
reasoning, in four years create new business equal 
to the entire value of our European trade. The 
same writer concludes his deductions as follows: 
“At this rate our population increase will, in about 
seven years, create new business equal to all our for- 
eign trade with all countries.” 

It is an unusually interesting deduction. Not that 
there is any likelihood that this natural growth of 
domestic markets is going to eliminate the desirabil- 
ity, or minimize the necessity, of seeking foreign 
trade. Ever since the birth of our Nation, we have 
enjoyed a steady growth of population, both natural 
and through immigration. The increases have been 
followed by increased trade abroad as well as at 
home. 

For the mill supply man it is more to the point 
to consider the industrial results that have been 
prominent in the past as a result of this growth of 
population. Based on experience, the addition of 
5,000,000 people to our population every few years 
assures the increase in the number of manufactur- 
ing establishments in this country, continued expan- 
sion of the established industries, and a consequent 
increased demand for the products of the mill sup- 
ply industry. 

It is well to consider the forces which have been 
responsible for the present size and standing of our 
great mill supply houses. Half a century ago, few 
of these were in existence. It was industrial growth 
that brought the mill supply house into being. This 
industrial growth continued as population grew and, 
as industries expanded, so, too, did the mill supply 
houses expand and multiply. Thus, we can follow 
the cycle—population increase, industrial growth, 
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mill supply house expansion—and if we reason in 
the light of the census deductions, we cannot fail to 
predict the continued increase all along the line. 


CARDINAL PRINCIPLES TO FOLLOW 

In these days when the question of the code of 
relations between management and employes is an 
important one in industry, it is pleasant to note that 
in the mill supply field there have recently been 
numerous instances of the benefits which accrue 
from allowing employes an opportunity for securing 
an interest in the business with which they are con- 
nected. Only a couple of months ago a Massachu- 
setts mill supply dealer, retiring from the business, 
gave his old employes the privilege of acquiring the 
control. In this issue of MILL SUPPLIES we have 
the story of another large mill supply company 
which has been acquired by men who were long con- 
nected with it and largely responsible for its suc- 
cess. In the manufacturing end of the mill supply 
field there are many examples of the new spirit 
which hovers over industry. 

Viewed entirely from a practical standpoint, it is 
good business to instill into the minds of employes 
the idea that they are working for their own inter- 
ests as well as for their employers. This viewpoint 
is in some instances obtained by means of a bonus, 
but even a substantial additional emolument in such 
a form does not have the same psychological effect 
on men as does the hope of securing an interest in 
the business. Many of our most successful indus- 
trial corporations now number thousands of their 
employes on their lists of stockholders, and the ef- 
fects are admittedly beneficial to the companies as 
well as to the employes. 

Howard Coonley, president of Walworth Manu- 
facturing Company, recently stated that ‘mutual 
confidence on the part of employes and manage- 
ment is just as important as is the good will of the 
trade, sound financing or economic methods of man- 
ufacture.” He further stated: “There is no single 
prescription for proper industrial relationship. 
Any method that will establish confidence between 
the management and the workers will succeed. 
Many great corporations have established works 
committees that operate under all sorts of conditions 
and with varied success. Some have organized 2 
‘senate’ and ‘house.’ Any of them that supply an 
opportunity for the employes to understand the 
management’s problems and to appreciate the rea- 
sons for changes in wages and conditions of work 
will succeed in the end. Understanding breeds 
confidence. 

“In a smaller business where the owner or man- 
ager can know his men and gain personally their 
good will, no other medium is necessary. But ina 
large corporation with a great number of employes, 
a department having in charge the welfare of the 
employes and under the supervision of an execu- 
tive of proper training and clothed with executive 
authority is almost essential. Such a department is 
now often called a ‘personnel’ or ‘industrial rela- 
tions’ department, because it supervises not only the 
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employing functions, health, safety and sanitation, 
but in the most progressive plants the working con- 
ditions of the individual and the final decision as to 
his removal. 

“Every industry,” concludes Mr. Coonley, “would 
do well to have this as a cardinal principle: To ree- 
ognize at the outset the importance of confidence be- 
tween management and men; to build up a spirit of 
mutual trust and respect—by frankness and fair 
dealing—and maintain it by an organization in 


which is an executive responsible for administering 
industrial relationship and backed by authority to 
make decisions of major importance.” 

It would be profitable research work for those mil! 
supply men who are now worrying over the prob- 
lems of salesmen’s salaries, bonus arrangements, 
how to keep up their organization morale and other 
similar worries of the business, to study the mean- 
ing of this cardinal principle, and then reason out 
the causes for the success of those mill supply com- 
panies which have permitted their employes to grow 
with them. 


A LESSON TO BE LEARNED 

The past month has again demonstrated the help- 
lessness of man and the impotency of his handiwork, 
and the ability of the Great Unknown to take toll of 
lives and property when and where He may see fit. 
Scarcely had the American people recovered from 
the shock of the sudden demise of their chief execu- 
tive, when they were upset by the reports of the 
terrifying Japanese disaster. Even as the relief 
fund for the latter was being collected, there came 
the news of the tragedy that caused the loss of a 
score of American sailors and some of our best de- 
stroyers. Right on the heels of that disaster came 
the raging forest fires and the subsequent destruc- 
tion of hundreds of homes in California. 

It is fortunate indeed that human nature endows 
us with great powers of endurance and an ability 
to cast off the major effects of such tremendously 
depressing occurrences. It is unfortunate that most 
of us are unable to see in these catastrophies the 
great lesson which, if we could but learn it, would 
make our journey through life a pleasanter one for 
all. Neither the Japanese nor the Californians, in 
the moments before the blows fell, gave any thought 
to the possibility that in a twinkling their homes 
would be utterly destroyed. The unfortunate sea- 
men, whose lives were snuffed out in short order, 
had retired without tnought of danger. There were 
no warnings in any of these cases. 

So it isin all things of life. There is no one of us, 
either in business or in private life, who may be 
certain what the morrow will bring forth. A pros- 
perous business today may be wiped out before 
night. Daily we read of the sudden deaths of men 
who are apparently pictures of health. Yet we go 
on and on, worrying about the troubles in the Bal- 
kans, the Italian-Fiume affair, the collapse of the 
German currency, the Ruhr, and the general effect 
of each and all of them on our business. We fret 
and fume because our competitor has taken a sub- 
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stantial order away from us. We rant about taxes 
and the high cost of selling, the restrictions placed 
on business and the menace of bolshevism, the ex- 
cessive heat and the excessive cold, and a thousand 
and one other things that pester and annoy. 

After all, what do all of these little worries 
amount to as compared to those of some of our 
neighbors? Tomorrow is another day, and all things 
may be brighter. Anyway, it’s all in the point 
of view, which reminds us of a litile episode of the 
past few weeks. <A business man whose stock of 
worldly goods would not run up above five figures 
was engaged in conversation with a manufacturer 
whose wealth is conservatively estimated at ten 
million dollars. It so happened that the news- 
papers of the day carried stories of Henry Ford’s 
enormous bank balances. The millionaire manu- 
facturer remarked to the poor business man, “‘l 
don’t think any one man should be allowed to have 
so much cash.” Later in the day, the business man 
was repeating the conversation to a friend, to whom 
he confided: “You know, that’s just what I was 
thinking about him.” Truly, it is all in-the point 
of view. We all think the other fellow’s better off. 


WATCH SOUTHERN INDUSTRIES 

It will pay mill supply manufacturers to study the 
growing importance of the South in manufacturing. 
According to reports from authentic sources, it is 
practically certain that 1923 will prove the greatest 
vear that that section of the United States has ever 
experienced in the development of its industries. 
During the first six months of the year more than 
300 projects were completed by metal trades indus- 
tries in southern states, either in new construction 
by existing companies, or in new construction by 
new companies. Of this total, 175 were new foun- 
dries and machine shops. 

The increase in plants was not at all limited to 
the metal trades. It appears that in the lumber 
industry there were more than 400 new projects. 
besides 300 additional woodworking plants, and in 
the textile industry the additional projects totalled 
nearly 400. 

It is indeed gratifying to note this progress in 
southern industry, which presages increased busi- 
ness for the mill supply dealers in that section of 
the country. It is also a pleasure to note the high 
character of the mill supply dealers in southern 
territory, many of whom have long been prominent 
in the work which has so firmly established in the 
minds of manufacturers the value of mill supply 
houses as distributors for machinery and sup- 
plies. 

The spread of industries in this country has been 
one of the factors that has brought the development 
of the mill supply house as an economic necessity. 
It is not so many years ago since New England dom- 
inated not only in the textile, but also in the machin- 
ery fields. We have seen the westward movement 
of metal working shops and the southern movement 
of textile mills. Both have added to the wealth of 


the sections which they have invaded and have 
helped materially in increasing the prosperity of 
the people of the United States. 

It is generally conceded that the South has again 
come into its own and that it will continue to grow 
in an industrial way in the next decade. It has 
the background and natural resources, and, fur- 
thermore, has been developing to a high degree its 
water power, thus assuring new industries of an 
abundant power supply. The future holds much in 
store for those mill supply dealers who have pinned 
their faith on southern industry, and have contrib- 
uted their efforts to help it expand. 


ANOTHER CASE OF BABSONITIS 

The recent letter of the National Supply and Ma- 
chinery Dealers’ Association, which called the atten- 
tion of members to the suggestion advanced by the 
well-known eastern statistical organization, recalls 
the stand which N. A. Gladding, vice-president of E. 
C. Atkins & Co., took in his remarks at the triple 
convention in Cincinnati last May. Mr. Gladding’s 
warning against the growing power of these statis- 
tical gathering establishments was made the sub- 
ject of an editorial in the July issue of MILL Sup- 
PLIES, and in view of the more recent attack on what 
zppears to be ill-advised recommendations to Amer- 
ican business, it is timely again to sound a note of 
caution to those mill supply men who may be num- 
hered among the subscribers to these statistical 
service corporations. 

The particular suggestion which provoked the 
latest attack is that American manufacturers who 
find themselves dragging along, because of the com- 
petition caused by an influx of a large quantity of 
foreign goods, should, instead of trying to fight 
these foreign goods, turn to and sell these same 
goods. In other words, Babson would turn over the 
sales organizations of some American industries to 
push the products of foreign competitors. We 
agree with the stand of the National Supply and 
Machinery Dealers’ Association, for “we cannot 
imagine that the manufacturers and distributors of 
this country will look with favor on a suggestion that 
they turn their sales organizations into the distribu- 
tion of foreign made goods in the way indicated.” 
It appears to be another case of Babsonitis. 


WORTHY OF SPECIAL ATTENTION 

In the September issue MILL SUPPLIES commented 
editorially on the opportunity which is open to live 
mill supply dealers to couple up with fire prevention 
week the sale of fire prevention devices. The fact 
that the necessity for removing fire risks is consid- 
ered important enough to have the chief executive 
of the United States make it the subject of a proc- 
lamation, coupled with the fact that the Chamber of 
Commerce of the United States has announced a 
campaign program for a fire prevention week, Octo- 
ber 7 to 13, should furnish a sufficient talking point 
for salesmen. Why not make it a fire prevention 
specialty week for mill supply houses? 
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Name Is Now Interstate Machinery @& Supply Co. 


Managers Who Were Allowed Stock Interest in Sunderland Company 
Now Control House Which Is One of Largest in Middle West 


Interstate Machinery & Supply Co. is now the name 
of the former Sunderland Machinery & Supply Co., 1008 
Douglas street, Omaha. Notice of the change was 
recently sent to all of the company’s trade. There has 
also been a change of officers. G. C. Edgerly, formerly 
secretary, has been elected president; D. M. Edgerly, 
formerly treasurer, is now vice-president; A. H. Kurtz, 
sales manager, has been elected secretary; and E. B. 
Anderson succeeds D. M. Edgerly as treasurer. 

President Edgerly, in a statement to MILL SUPPLIES 
regarding the change, said: “The company continues 
under the same active management as for the last 20 


Its lines include mill and factory supplies, contractors’ 
equipment, machine tools and automobile accessories, 
The company also operates a thoroughly equipped ma- 
chine shop, employing 50 men and furnishing service 
on automotive equipment and also repairing all classes 
of machinery. 

A study of the growth of the company to its present 


position as one of the largest mill supply houses of the 
middle west, and the rise of the present officers of the 
company to the control of the organization, brings to 
light an interesting story of an employe relationship. 
The company was originally organized under the name 


G.C EDGERLY President 


INTERSTATE 
MACHINE SHOPS 


[INTERSTATE MACHINERY & SUPPLY CO. BUILDING | 


vears. There will be no change made in policies. An 
active and aggressive campaign for business will be 
continued in the states of Nebraska and western Iowa. 
A large new catalog is now on the press and will be 
issued within a very short time.” 

The Sunderland Machinery & Supply Co. was organ- 
ized in 1902, carrying a small line of roofing, belting and 
supplies. Through progressive management, it grad- 
ually took on new lines and expanded wisely until today 
it is the largest house of its kind in the Omaha territory. 


of the Omaha Roofing & Supply Company, and was owned 
and officered by the Sunderland Brothers, who also con- 
duct a very large business in Omaha under the name of 
Sunderland Brothers Company, dealing in coal and build- 
ing materials, both wholesale and retail. The company’s 
beginning was indeed a modest one, a small office space 
being sufficient to house the business. Gradually as 
different lines of mill supplies were added to the stock, 
the company’s activities expanded, a large machine shop 
was acquired, and it was decided to change the name of 
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the company to The Sunderland Machinery & Supply 
Company, under which name it has been operated for 
the past 15 vears. 

For 20 years the business has been under the active 
management of G. C. Edgerly and D. M. Edgerly, the 
former acting as secretary and the latter as treasurer. 
The owners, the Sunderland Brothers, were strong adher- 
ents of the policy of allowing the active managers and 
the department managers to acquire stock in the com- 


In the machine shop and garage equipment department 
are carried lathes, drills, drill presses, tools, automotive 
replacement parts such as pistons, bearings, piston rings, 
and other equipment for garage shops. The machine 
shop does general repair work on all classes of machin- 
ery and also does complete overhauling of automobile, 
truck and tractor motors. 

In the new company, D. M. Edgerly, in addition to 
the duties of vice-president, will have charge of stock 
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pany. Several years ago, they made it possible for these 
active heads of the business to acquire substantial inter- 
ests. 

Recently the Sunderland Brothers decided to retire as 
officers of the company and disposed largely of their stock 
interest, and following this the name of the company 
was changed and the new officers were elected. 

The original quarters of the company were at 1208 
Farnam street. In 1906 a building was erected at 1006- 
1010 Douglas street, in the heart of the wholesale dis- 
trict, the main entrance being on Douglas street, one of 
the city’s thoroughfares. There is a shipping and receiv- 
ing entrance on Tenth street, with railroad siding in the 
rear. In this building are located the offices, sales room 
and the general stockroom for supplies. Heavy machin- 
ery is carried at a warehouse a few blocks away. 

In 1921 the growth of the machine shop, which up to 
that time was housed in the main building on Douglas 
street, demanded that new quarters be secured, and a 
modern, well lighted and equipped shop building was 
erected at 21st and Pacific streets. It is a one-story 
building with 15,000 square feet of floor space. 

The territory covered comprises all of the state of 
Nebraska, the western portion of Iowa, and small sec- 
tions of South Dakota and Wyoming. A force of 12 
outside salesmen is employed, in addition to the operating 
force. 

President Edgerly, speaking of business conditions and 
the outlook for his company, says: “The company is 
looking forward to a substantial increase of business for 
the coming months, feeling that a gradual adjustment 
is being made in commodity prices that will enable the 
farming communities to again exert a buying power, and 


and purchasing. A. H. Kurtz, secretary, will be in charge 
of sales. E. B. Anderson, treasurer, will supervise credits 
and accounting. The machine shop is in charge of E. J. 
Fehrs, a stockholder and director of the company. 
—ter 
OVERHEAD EXPENSE ACCOUNTS 
National Hardware Association Has Issued Itemized Chart Showing 
Averages for Past Eight Years 

The National Hardware Association of the United 
States has recently issued an itemized expense account, 
made up from reports of 130 members of the organiza- 
tion. Members of the National Supply and Machinery 
Dealers’ Association have received a copy of the compila- 
tion. Of particular interest to dealers is a small chart 
which gives the average itemized overhead expense in 
wholesale hardware distribution for the past eight years. 

The average total expense for overhead is given in the 
chart as 20.30, compared with 20.47 in 1921 and 18.25 
in 1914. This expense was divided as follows: manage- 
ment, including officers, department managers, assistants 
and other executives, 2.29; office salaries, including all 
clerks, bookkeepers, stenographers and _ office employes, 
2.10; communications, postage, stationery, supplies, tele- 
graph and telephone, .73; legal and collection expense, 
auditing and exchange, .17; heat, light, water and power, 
.16; repairs and depreciation on buildings, fixtures and 
equipment, .87; boxing and packing expenses, carting 
and drayage charges, .88; store and warehouse salaries, 
including order, packing and shipping clerks, 2.24; ad- 
vertising, catalogs, circulars and donations, subscrip- 
tions, entertainment and charity, .48; total salesmen’s 
remuneration, 4.69; rent and real estate charges, 1.07; 


ywned the business in this section is largely dependent on the insurance and taxes other than real estate, .93; miscel- 
» con- agricultural situation.” laneous expenses, .48; interest on borrowed money and 
me of The business of the company is departmentalized as interest at 6 per cent on capital and surplus employed, 
build- follows: 1, Mill supplies; 2, Contractors’ equipment; 3.09; loss from bad debts, .79. 

yany’s 3, Machine shop and garage equipment; 4, Machine shop. In addition to this itemized expense of overhead, the 
space The mill supplies department includes well known lines following items are included in the chart: percentage 
ly as of boilers, engines, motors, transmission equipment, belt- of excess profits tax, .67; returned merchandise, 2.31; 
stock, ing, packing and other general mill supplies. Con- number of turnovers, 3.12; interest paid by customers 
» shop tractors’ equipment includes concrete mixers, hoists, on overdue accounts, .41; revenue from cash discount, 
me of wheelbarrows, shovels, picks and other allied products. 1.52; and cash discount given customers, .99. = 
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Broad malleable iron 
feet securely riveted to 
frame. 


Frame is welded AND 
RIVETED. 


Capillary bearing. Can 
be furnished with ring 
oiling if preferred. 
Both types are positive 
and unfailing in oper- 
ation, 
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They are— 


Light — Strong — Safe — 
Easy to erect — 
Unbreakable and Low Priced 


The sturdy, business like appearance of this improved 
Dodge hanger speaks for itself. 


Here you have strength combined with light weight 
—broad malleable iron feet to provide rigidity and 
resist disalignment and an unusually strong box 
frame made possible by welded and riveted construc- 
tion. 


You can offer this hanger to your customers with as- 
surance—they have stood the test of actual perfor- 
mance in hundreds of successful installations. 


Get our dealer proposition at once. 


DGMANUFACTURING CORPORATION 
Offi Mishawaka, Ind. Works: Mishawaka, Ind. and Oneida, N.Y. 


When writing to Advertisers please mention MILL SuPPLigs. 
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Nothing takes the place 


Somebody is going to win 


And more than 100 others will win good cash prizes 


You folks who know Leather Belting ought to win many of them 


for Letters about Leather! 


Perhaps you have a story of a wonderful You, who know the practical side of leather 
leather belt—one that has outlived the oldest — belting—how it solves power transmission 
employee—that is still transmitting power — problems as nothing else will—should have 
perfectly after years of service. your share of the %5000 in cash prizes that 
will be paid for the best Letters 


It may be that in your plant 


about Leather. 
you have found that no belt Rules of 
is as efficient as a leather one— the Contest October 31st is the closing 
that nothing else has the same 1—Letters must be written in date of the contest. Get your 
the English language, and letter in before then!! 
Erip on a pulley. on only one side of the etter in before len... 
paper. 
Perhaps vou have a leather 2—The competitor's name and The judges of the contest 
address must be written at 
belt that has been exposed to the top of the first page of are to be 
water, oi] or some other un- the letter. 
3—The letter must be mailed Martha E. Dodson 
usual condition for days at a |* in a sealed, stamped en- 
time without impairing its angel pallial The Ladies’ Home Journal 
efficiency. 4—There shall be no limits : 
to the length a letter may President 
4 . be; 4 Ptito ° 
Your plant may require a Frederick C. Hicks 
water-proof belt and you have ters as desired. of the University of Cincinnati 
a leather one does th President 
the work best. 6—The first prize will be } 
awarded to the contestant Fraser M. Moffat 
. whose letter on the sub- of the Tanners’ Council 
Out of your personal experi- ject, “Nothing Takes the 
nce Pe > Place of Leather,” is the 
ence the re are doubtless a score Seer te te aunties of Ue The cash prizes w ill be paid 
of incidents and observations judges. to the winners just as soon as 
that would make wonderful | 7—The Contest opens officially the judges render their de- 
Letters about Leather. Put that October 31, 1923. cision. The names of the win- 
information down. Send it in 8—In case of tie, both or all ners will be announced in these 
tying contestants will re- 
to the contest judges. Write ceive the full amount of columns as soon after October 


more than one letter if you like. decaenlanedianal 31st as is practicable. 


Write your Letter about Leather to-day!! Mail it to 


Contest Judges 
AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 


The American Sole and Belting Leather Tanners is a group of independent sole and 
belting leather tanners formed for the purpose of public information. It is not a company 
operating for profit. Its primary object is to explain to the public, by means of national ad- 
vertising, many of the highly interesting facts about leather and about the tanning industry. 


The Committee believes that everyone who buys shoes, or belts, or other products of 
leather, will welcome these facts as a sound, safe guide to satisfactory buying. 


When writing to Advertisers please mention 
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QUPPILCES 


The growing importance of North and South Carolina 
as industrial states and the possibilities which this 


growth offers to the mill supply industry are presented 
in a “Made-in-Carolinas” exposition which is being held 
in Charlotte, N.C. This exposition opened on September 
24, and will close on October 6, and it is estimated that 
approximately 3,000 products of the two states are being 
exhibited. 

Among the manufactured products which are exhibited 
are asbestos, automobiles, automobile accessories, baking 
products, batting and felts, beds and mattresses, blank- 
ets, pillow cases, sheets, brooms, building supplies, candy, 
‘vanned goods, caskets, card clothing, cement products, 
chemicals, cotton goods, cotton machinery, coat hangers, 
coffee roasters, creosote, damask, draperies and hang- 
ings, electrical equipment, fire escapes, flour and feed 
products, furniture, ginghams and shirtings, glass, hair 
nets, hosiery, humidifying equipment, ice cream and 
dairy products, iron and metals, ladders, lamp shades, 
leather goods, lumber, mayonnaise, machinery, medicinal 
products, mill supplies, overalls, paints and varnishes, 
clothing, phonographs and piano benches, radio sets, 
refrigerating machinery, saw mills, silk fabrics, steel 
work, stoves, textile and mill products, toys, tires, tobacco 
products, water pumps and yarns. 

One of the exhibitors in the leather products section is 
the Charlotte Leather Belting Company, Charlotte, N. C., 
which has a booth in which it is showing various types 
of belting, featuring its oak-tanned and waterproof belts, 
and its special loom belting. Another exhibitor is the 
General Asbestos & Rubber Co., Charleston, S. C., which 
is exhibiting a line of brake lining and other asbestos 
and rubber products. 

Another very interesting exhibit is that of raw mate- 
rials which is staged by Col. Joseph Hyde Pratt, director 
of the North Carolina geological and economic survey. 
The director is an enthusiast for the possibilities of 
developing the natural resources of the western part of 
his state, and is one of a group of prominent men who 
are backing a project which calls for raising a fund of 
$500,000 over a period of five years, the money to be 
used for publicity and development purposes. 

This state exhibit was intended primarily to call 
attention to the necessity of utilizing these raw products 
in building up industries which will use them. Statistics 
showed that the amount and value of standing timber in 
Western North Carolina in 1920 was 3,130,000 acres val- 
ued at $48,000,000. 

As far as can be ascertained, there are at present 
water power developments in North Carolina of approx- 
imately 450,000 horsepower. The maximum potential 
water power of the state is estimated at 875,000 horse- 
power, and the maximum power with storage at 2,000,000 
horsepower. 

Another natural resource of the state, the value of 
which is as yet undetermined, is her mineral wealth. 
Colonel Pratt says: “The real mineral wealth of West- 
ern North Carolina is at present of unknown value. 
Some of the ores and minerals have, at the present time, 
little commercial value, and are ore reserves of the 
future. As trade conditions change, as transportation 
facilities increase, and as the price of various commod- 
ities in the manufacture of which the minerals are used, 


Expanding Markets for Mill Supply Products 


“Made-in-Carolinas” Exposition Charlotte Shows the Growing 
Importance of These Two Southern States as Industrial Centers 


becomes greater, many of these ores that are now con- 
sidered of little or no commercial value will be produced 
on a large scale and increase to a considerable extent the 
wealth brought into this part of the state. 

“Our iron ores, which for many years were considered 
as ore reserves, and were only occasionally mined, as 
when for some economic reason the price for the ore 
increased very materially, are now beginning to be sys- 
tematically mined, and it is believed that in a few years 
Western North Carolina iron ores will be produced in 
large quantities and be a real present asset. The Brown 
iron ores of Cherokee, Clay and Madison counties are 
beginning to be produced and again regular shipments 
are being made as during the world war, when iron ore 
reached such a high price. The magnetic iron ores of 
Avery and Ashe counties are a superior type of iron ore 
and make a pig iron that commands a high price. The 
investigation that was made by the state survey of these 
iron ores shows that they occur in quantity, and that 
they can be treated by magnetic processes, which will 
give a very clean iron ore product. With the construc- 
tion of a broad gauge railway into that section of the 
state, the iron ore district will have splendid railway 
transportation facilities, and will be in close touch with 
the coal fields, and these conditions should bring about 
the opening of these deposits of iron ore and assure their 
production on a large scale.” 

The exhibit of the state showed samples of the fine 
pottery clay which has been shipped out of the state. 
Mica is another mineral product of the state, which also 
contains large deposits of felspar, quartz, garnet, chrome 
and building stone. Colonel Pratt, in connection with 
these products and the possibilities for attracting new in- 
dustries to the state, said: “In speaking of garnet, one is 
at once reminded of the boot and shoe industry because 
garnet paper and garnet abrasive wheels are used very 
extensively in that trade. Why should we not consider 
creating a market for our garnet, to be used in the 
manufacture of garnet paper and garnet wheels, to be 
used in a boot and shoe industry, to be developed in 
Western North Carolina? We have the finest kind of 
grazing lands for raising cattle to produce the hides from 
which leather is created. We have the raw materials 
for our tannic acid plant to produce the tanning for the 
hides. At present we are producing considerable leather, 
but shipping it all outside the state, where it is manu- 
factured into various forms of leather goods. We have 
the forest products, mineral products and the animal 
products necessary to produce leather goods. Why 
should we not have a large leather manufacturing indus- 
try in Western North Carolina?” 

The most striking features of the exhibit from the 
South Carolina point of view are the textile products 
and machinery. In connection with the growth of the 
textile industry in South Carolina, it is interesting to 
note that there are now 164 cotton mills in that state, 
utilizing over 5,000,000 spindles. The great center of 
this industry is Greenville, where are located 132 of these 
mills. 

The leaders of the two states are bending every effort 
to build up their industries, and it apparent that the 
market for mill supplies in both North and South Caro- 
lina will expand greatly in the near future. 
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Listed!and Described in New Catalog B-23. Write for a Copy. 
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MULL QuUPPLLES 


Utilizing Windows to Build a Bigger Business 


Hestern Tron Stores Co. Creates Demand for Mill Supplics by Using 
eIttractive Displays to Draw the Attention of People Passing the Store 


KENNETH C. CARDWELL 


The dealer in mill supplies who takes the view—a very 
usual view—that his business cannot benefit from win- 
dow displays and other accepted means of stimulating 
sales used by retailers in other lines, is now left without 
a leg to stand on. The case of the Western Iron Stores 
Company, of Milwaukee, proves it. 

This company is perhaps as nearly typical as any that 
could be found, in point of the goods handled in its store. 
Broadly, they consist of mill and factory supplies of all 
sorts, machine tools—of which a considerable floor stock 
is kept—machinists’ and contractors’ supplies, ete. And 
for some time there has not been a week in which some 
item in one of these lines has not benefited, with the 
business as a whole, from a demand created by methods 
which have heretofore been considered as the exclusive 
property of department stores and similar concerns. 

The window-display work which has been done is per- 
haps as significant of the store’s policy as any that could 
be described, although other things which are being done 
in an out-of-the-ordinary way may be mentioned. The 
windows, however, are especially noteworthy, because it 
is unquestionably true that most dealers in mill supplies 
and heavy hardware take it for granted that their win- 
dows are quite useless, except perhaps as a means of 
putting up a sign indicating the nature of the business. 
Accordingly, the ordinary plan is te place a roll of belt- 
ing in one window and a wood pulley in the other, as a 
permanent display, and let it go at that. 

The Western Iron Stores’ windows are as far removed 
from that sort of thing as can be imagined. They are 
deliberately and cleverly planned for the purpose of 
increasing sales on the items shown, as well as to get 
the interest of the public in the business as a whole, and 
they do both of these things very effectively. The man 
in charge of this particular work, F. J. Prince, is one of 
the best window-display men in his line in the country, 
and it is a tribute to the possibilities of this sort of 
thing in a house like the Western Iron Stores Company 
that he is exercising his art there instead of in a depart- 
ment store. 

The display space available faces on two streets, the 
store being located at the corner of Sycamore and West 
Water, with four windows on the former, a busy street, 
and nine on the latter, their size averaging about 75 
inches wide by 30 inches deep. The problem of getting 
maximum effectiveness from this space at once presented 
itself as involving not only putting into them goods 
which would answer to attractive display, but also the 
matter of getting at least approximately as much action 
out of the windows on the less active street as from 
those on the busy street; and this has apparently been 
accomplished by a rather simple but none the less clever 
plan. 

This is the way Prince did it: At the bottom of each 
window is a beveled space, sloping from the edge of the 
floor to the glass, about six or eight inches deep and, of 
course, as wide as the window itself. The use of this 
space was at first a puzzle, because it was evidently not 
available as a place in which to display goods; but a 
much more effective use was found for it, though it was 
one which only a resourceful mind could employ. It has 
been devoted to a strip of white paper bearing in easily 


read lettering a bit of philosophy or timely comment on 
things in general, having no bearing whatever on mill 
supplies or machinery or hardware, but simply on life. 

Presupposing the degree of real brainwork necessary 
to put human interest into these lines, it can be seen that 
people would get into the habit of reading them, as in 
fact they did. And this habit meant that a sufficient 
number to be worth while would not only read those in 
the front windows, on the busy street, but would follow 
the windows around the corner and down the other 
street, in order to read them all. That is precisely what 
people do; and it gets enough attention for the windows 
to get them before a great many more passers-by than 
would otherwise see them. 

The lines in question are changed weekly, as are the 
displays as a whole, so that the show is continually new. 
Here is a recent sample set, from which can be judged 
the writer’s opinion that a highly successful columnist 
has been lost in Mr. Prince: 

The hardest questions to answer are children’s. 

What little credit a man gets for being humble he has to 
supply himself. 

Prudes think about things that the other kind talk about. 

Fashion and pneumonia are inseparable pals. 

Don’t scramble your ideas. 

A good lover is never a good judge. 

Nature is a competitor who always comes out ahead. 

Greatness depends very much on ability to survive criticism. 

No battle is harder for a girl than to grow into an old maid 
—and admit it. 

Love and traffic simply refuse to be regulated. 

And—here is the gem of the lot; a real piece of up-to- 
the-minute wisdom: 

Ambition is the fine art of passing the buck to yourself.” 

It doesn’t take much thought to put over the idea that 
when people find out that stuff like this is being spread 
before them fresh every week, they will look for it. 
They will make a point, if they do not pass the corner 
regularly, of going out of their way to pass it, in order 
to see what Prince is saying this week; and this means 
that they also see his windows, which are themselves 
very worthy of attention. In the advertising vernacular, 
this means preferred position with 100 per cent reader 
interest; and that is mighty good advertising. 

Some of the windows which went with the lines quoted, 
displayed, each exclusively, lines like chucks, socket 
wrenches, Stillson wrenches, pipe and other heavy 
wrenches, files of all sorts and sizes, oilers, grinders, and 
the like. It goes without saying that most of the items 
are relatively small, being limited by the size of the win- 
dow and its ability to contain a reasonable display, but 
that this limit does not seriously cramp the artist’s style 
may be gathered from the fact that he is planning a 
display of Dodge transmission equipment, and will 
undoubtedly make a knockout of it. 

One of the items shown is always a “special for the 
week, given the most prominent space, that on Sycamore 
street nearest the corner, with a special price and special 
attention by way of making it lively and certain to 
attract the eye. <A recent special, for example, in the 
week following the sensational Dempsey-Firpo champion- 
ship fight, was devoted to Stillson wrenches; and in some 
uncanny manner a pair of these wrenches was converted 
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WLLL CYUPPLIES 


Mill Supply Jobbers— 
Attention! 


We believe you are necessary links in the chain 
of economical distribution. 


We have the courage of our convictions. 


The strict Black & Decker Sales Policy is well 
known in the trade. We sell through the jobber 
only. That this policy is rigidly lived up to is 
unquestioned. 


— Our Mill Supply distribution is not entirely 
complete in all sections. 


Perhaps you could handle the Black & Decker 
Line profitably. 


THE BLACK & DECKER MFG. CO. 


BLACK & DECKER ' 
al 
FOR MILL SUPPLY JOBB : 
e 
b 
TOWSON HEIGHTS, BALTIMORE, MD.,U.S. A. 
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into a pair of fighters, in a perfectly constructed ring; 
and one of them was shown in the painful act of being 
knocked out of the ring in question. 

The practical question of the practical dealer is, of 
course, Whether these windows actually sell the goods 
shown, or anything else. The fact has been stated 
already, but it can be stated again, with emphasis. They 
do sell goods, in quantities which, as to the relatively 
small items usually shown, would figuratively knock your 
eye out. The “special” is of course the biggest seller, 
because it has the benefit of the most prominent and 
most carefully-contrived display, as well as of newspaper 
advertising; but everything displayed is sold in a 
markedly increased quantity. 

A striking example of the extent of the stimulation 
was given a few months ago, when the featured article 
was a small hand grinder (Luther). It was given the 
usual prominence, and it responded with more than usual 
speed. The result was that in a few weeks it was again 
given the place of honor, and results justified a repeat 
sale not much later. Total sales were 1300 grinders—a 
truly astonishing volume of business on an item of this 
sort. Another small hand grinder (Modern) had a sale 
of 375 as a result of a week’s display. 

No point is overlooked in makiny the displays telling, 
or in calling attention to the special item which is fea- 
tured. For example, the company’s truck bears on either 
side a sign telling of the special, and the newspaper 
advertising is of a character to attract real interest. It 
is the sort of stuff that people get into the habit of look- 
ing for and commenting upon, than which no higher 
compliment can possibly be paid to advertising, when the 
statement can be added that it pulls business. 

“Brace Up—Don’t borrow your. neighbor’s,” for 


Special Group Meeting to be Held at 


A special meeting of mill supply manufacturers will 
be one of the features of the program for the convention 
of the National Hardware Association and the American 
Hardware Manufacturers’ Association to be held at At- 
lantic City, October 17, 18 and 19, with headquarters at 
the Marlborough-Blenheim. This group meeting will be 
held on Thursday afternoon, October 18, at 2 o’clock, in 
the Ohio avenue hall. 

J. H. Williams, president, J. H. Williams & Co., Brook- 
lyn, is chairman of the mill supplies group and will lead 
this meeting. He is particularly anxious to have a large 
attendance of manufacturers. The topics to be discussed 
include the following: Are price guarantees by the manu- 
facturer beneficial from his standpoint, and from the 
dealers’ standpoint? What is the legal aspect of price 
maintenance? Is resale price maintenance advantageous 
to the manufacturer, and to the dealer? What are the 
necessity and extent of freight allowances? Should can- 
cellations be allowed by makers of plant tools and 
supplies? 

The speakers for the meeting will include Felix Levy, 
New York attorney, and Alvin M. Smith, secretary-treas- 
urer, Southern Supply & Machinery Dealers’ Association. 
The attendance at the convention will not be confined to 
members of the two associations, but will be open to vis- 
iting manufacturers, wholesalers and retailers. 

All hardware manufacturers, jobbers, retailers and 
consumers are invited to participate in all sessions of 
the American Hardware Manufacturers’ Association ex- 
cept the closing session on Friday morning. On the 


eee of October 18, there will be a meeting of the 


instance, Was a head which often led to the decision to 
buy a brace. “Tighten Up” was calculated to get any- 
body’s attention, which was then directed to the fact that 
a good wrench was being offered. “Fix it now” sold the 
idea of buying an automatic drill to help do it, and so on. 

The effect of these windows on general business? It 
has been excellent. It has undoubtedly drawn favorable 
attention to the company on the part of many manufac- 
turers or shop proprietors who were not doing business 
with it, and this usually means business sooner or later. 
In brief, the sort of publicity which the company has 
received through its windows, and the sales resulting 
from them, together with its newspaper and other adver- 
tising, has been calculated to bring it before a wide circle 
of customers for its larger and heavier lines of goods. 

That its effort to accomplish this is a regular policy, 
growing incidentally out of an intelligent appreciation of 
the value of public good-will, is indicated by a pleasant 
winter practice of inviting, by a definite sign on the 
door, waiting street-car passengers (the corner is a 
transfer point) to come in and keep warm. Out of this 
has grown the posting of a car schedule, for the conve- 
nience of these waiting passengers, and a box furnished 
by the street-car company for informative folders. 

It may not strike everybody that the idea of making 
one’s store a public waiting room is a good one, but it is 
merely one feature of a broad and constructive policy 
which with the Western Iron Stores Company has cer- 
tainly abundantly justified itself, by actual business. 
There isn’t any answer to that, nor to the assertion that 
what this company has done any other can do, given the 
enterprise and intelligence which are obviously necessary 
for the planning of such windows and such advertising 
as this company is continuously showing the public. 


Mill Supply Men Invited 


Hardware Convention in Atlantic City 


transportation tools group. One of the speakers sched- 
uled for this meeting is Matthias Ludlow, of Ludlow & 
Squier, Newark, N. J. This meeting will be presided 
over by J. E. Stone, The Stanley Works, New Britain, 
Conn., and the topics discussed will include the question 
of the hardware jobber’s position as a channel of distri- 
bution for transportation tools and supplies. 

Following the meeting of the mill supplies group, there 
will be a meeting of the builders’ hardware group. The 
speakers at this meeting will include Edward Blake, Jr., 
Greenfield Tap & Die Corporation, Greenfield, Mass.; A. 
EK. Foote, division of simplified practice, Department of 
Commerce; N. A. Gladding, E. C. Atkins & Co., Inc., 
Indianapolis; W. M. Pitkin, A. Baldwin & Co., New Or- 
leans; and Alvan T. Simonds, Simonds Mfg. Co., Fitch- 
burg, Mass. 


Warning to Supply Dealers 

The National Supply and Machinery Dealers’ Associa- 
tion has issued a warning to its members to be on guard 
against a bad check passer. One of the members of the 
association reported that he was recently asked to cash a 
check for $15 by a man who signed his name as Leon A. 
Van Valkenburg and claimed to represent a Wisconsin 
manufacturer. The bank on which the check was drawn 
returned it with the report that the signer had no 
account, and it was found that the man had not been in 
the employ of the manufacturer for over a year. Mem- 
bers are asked to communicate with the assoeiation if 
they have knowledge of the whereabouts of the man. , 
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NEW YORK, N. Y. 


Have You Tried 


High Speed 


DRILLS? 


Specify them on your next 
order and watch results 


NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT, MICH., U. S. A. 


Branches 


PHILADELPHIA, PA. CHICAGO, ILL. 


73 Warren St. 43 North 6th St. 


565 Washington Blvd. 


SYRACUSE, N. Y. 
107 Gifford St. 


BUFFALO, N. Y. 
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Ul? PLES 


All-day outings for employes are becoming more and 
more a feature of employe welfare work in corporations, 
and are popular in the mill supply field. During the past 
summer months many of the most prominent manufac- 
turing companies have held field days, and reports of 
these affairs testify not only to the enjoyment of the 
outings but to the benefits which accrue to the com- 
panies through keeping alive a company spirit. 

One of the most successful of these affairs was the 
recent picnic of the Ohio Brass Company, which is de- 


Outings That Help to Foster a Company Spirit 


Recent Picnic of The Ohio Brass Company, Which Was Attended by 
Executives, Employes and Their Families, Proved Real Success 


noon the Coliseum at the park was opened for dancing, 
a special orchestra being provided for the occasion. The 
dancing lasted until about 5:30 p. m. 

The following comment on the picnic, reprinted from 
the company’s house organ in its September issue, tells 


Group of Ohio Brass Girls Ready for Dip 


scribed by officials of the company as “the biggest, best 
and most successful ever held.’”’ Approximately 4,000 
persons attended, including executives, employes and 
their families, and all made a merry day of it. The 
picnic was held in Casino Park, near Mansfield. Each 
person at the outing received a felt hat with a company’s 
trade-mark insignia. In addition to distributing these 
hats, the company contributed 175 gallons of ice cream, 
10,000 bottles of Coca Cola, and 50 gallons of coffee, all 
free of charge. , 

The company has an unusually good employes’ band, 
and this organization led a parade of all the picnickers 


Real Ohio Brass Band Furnished Musie 


to open the events of the day. A program of sports 
furnished competition for all who desired to enter. 
There was a baseball game in which the Ohio Brass 
team defeated the Ohio Insulator team. A children’s 
entertainment was arranged, and proved just as inter- 
esting to the grown-ups. <A dinner, especially prepared 
by the cook of the company restaurant, was served for 
the special benefit of the bachelors. In the early after- 


Some of the Fair Sex at the Outing 


the story of the results of the outing as viewed from 
the standpoint of the employes: 

“All in all, it was a big day on everyone’s calendar— 
a day long to be remembered with mingled feelings of 
good-fellowship, laughter, fun, music and good food. 
There prevailed a democratic spirit among all—it was a 
great get-together meeting where no class was known 
or recognized, and a feeling of harmony spread itself 
throughout the entire park. It was a real good, old- 
fashioned picnic and though the crowd was tired as they 
wended their various ways home, it was undeniably a 
happy crowd. Those of you who were unfortunate 
enough to miss the picnic, have lost something that you 
‘annot find, and those of us who were fortunate enough 
to be there, feel as if we have gained a great deal along 
the pathway of life.” 

The correspondent of MILL SUPPLIES neglected to tell 
much about the swimming party which was one of the 


Victorious Baseball Team at Big Outing 


most enjoyable features of the picnic, but the photogra- 
pher lined up some of the bathers and took a shot. He 
says: “We doubt very much if Mack Sennett could pro- 
duce a better group than you see in the picture.” The 
swimming pool was a center of attraction. 
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HULL QUPPLIES 


FOR HIGH 
AND TEMPERATURES 


DROP FORGED STEEL 
VALVES AND FITTINGS 


are used extensively in the industrial fields where high 
pressures and temperatures are necessary. In the new 


El Paso Electric Railway Power House, El Paso, Texas, 
Vogt Fittings were installed because of their dominant 
strength and capacity for enduring hard strenuous ser- 
vice. Leading engineers and builders of power plants 
and installations, where high temperatures and pres- 
sures are vita! features, endorse the use of Vogt Fittings. 
The E! Paso Plant was constructed by Stone & Web- 
ster, Inc., universally known as efficient construction 
engineers and builders. Write for Bulletin F-5, dis- 
count sheet and free sample fitting. 


HENRY VOGT MACHINE CO. 


Incorporated 


LOUISVILLE, KY. 


MANUFACTURERS OF OROP FORGED STEEL VALVES AND 

FITTINGS :: ICE AND REFRIGERATING MACHINERY :: WATER 

TUBE AND HORIZONTAL RETURN TUBULAR BOILERS :: OIL 
REFINERY EQUIPMENT. 


Branch Offices: New York, Philadelphia, Chicago, Dallas. 


Our Authorized Agents: 
Metalwood Mfg.Co.,. . . . Detroit, Mich. 
Pittsb'gh Valve Fdy. & Const.Co., Pittsb’gh,Pa. 
John Simmons Co., . . . New York, N.Y. 
Walworth Mfg.Co., . . . . Boston, Mass. 
Walworth Mfg.Co.. . . . . . Chicago, Ill. 
Walworth Mfg.Co., . . . . Seattle, Wash. 
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is y _ Don't Be a One-Trip Man 


In my experience with traveling salesmen who were 
anxious to sell goods to me, I think I may divide them 
into two classes for the purpose I have in mind. There 
were those who acted as if they were on the territory to 
stay and were building for the future, seeking to secure 
my patronage, my orders, at a later time if not this time. 
And there were those who acted as if they were inter- 
ested only in the one trip they happened to be making 
at the time. 

Every buyer, whether in the mill supply field or 
another, has experienced this difference in salesmen. 
The salesman who has only the present trip in mind is 
the man who wants to make this sale right now, today, 
because he wants the commission it will bring him. He 
is thinking of his work in terms of the immediate return. 
Of course every good salesman works as hard as he can 
to close up the present sale, but some salesmen sacrifice 
everything to that end and apparently have no thought of 
anything further ahead. 

Such a salesman will make promises he and his house 
cannot fulfil, just to get the present order, forgetting 
that the result of the unfulfilled promises must be the 
loss of the good will and even the respect of the buyers. 

It may even be that this salesman will make special 
discounts or unusual terms to get this immediate order. 
Perhaps the house will allow the order to go through as 
the salesman accepts it, but even so, that man has made 
trouble for himself on later trips. He has taught his 
customers to expect special concessions. He has shown 
them that he is a man of two prices, and next time, 
instead of waiting for him to offer a special price as an 
inducement, the buyer will demand it and hold out for it. 

This over-anxious salesman, failing to think of the 
future, will even bribe his way to an order, will entertain 
somebody, slip a subsidy to some underling he thinks has 
influence with the buyer, undertake to make a personal 
rebate on the side if he cannot make a cut rate in the 
actual order. He will lead the buyer to think he can 
take as much time on the payment of the invoice as he 
wants by telling him, “You can have all the time you 
want to pay for this equipment.” Of course the sales- 
man knows that once the buyer’s name is on the order 
and the terms are included in the order, his promise of 
additional time for payment binds no one, and he leaves 
it to the credit man or the collection department to break 
the news to the buyer that there will be no extension of 
time of payment. 

Such things make trouble for the house, but the sales- 
man seems to forget that they make trouble for him too. 
He cannot go back and get a second order from a buyer 
once deceived. No sensible buyer will even see that kind 
of a salesman a second time. And this gradual elim- 
ination of the soundest buyers—admittedly the harder 
men to sell—will leave the salesman in the position of 
having to get what business he can from the scaly class 
of concerns, concerns that buy very little, concerns that 


Salesmanship 


By Frank Farrington 


Rights Reserved 


must buy where they can, regardless of the treatment 
they get, because they haven’t the capital that makes 
them independent. 

It doesn’t seem possible that salesmen, knowing that 
their success, their job, depends upon being able to go 
over their territory time and again and get business trip 
after trip, will ruin their chances with their trade by 
such methods as leave a trail of disgruntled buyers. 

This salesman of the any-way-to-get-an-order type 
may say that he must show results or he will lose his 
job. If he is selling on commission entirely or in part, 
he may be afraid he will not make enough income to 
support his family. That does not justify questionable 
or one-trip methods. If a salesman cannot get along on 
small commission returns while he is getting acquainted 
with the trade and building up business, then he ought 
not take that kind of job. It rarely occurs that a sales- 
man can jump into a new line and a new territory and 
make satisfactory money the first trip or two. And if 
the house is not going to be satisfied with rather meager 
results from the salesman’s initial trip, then that house 
is expecting too much from the man, or is as foolish as 
he in thinking that he ought to get the business by hook 
or crook the first time over. 

It is a wise salesman who tries to sell his prospects on 
his house as well as on certain of its products. This wise 
salesman who knows that this trip is only one trip and 
that business is a long time proposition, not a series of 
spurts or sprints, seeks to get the buyer to thinking well 
of him and of all that he represents. He knows that a 
good buyer is not going to be fooled into thinking his is 
a good concern to patronize because it offers him today 
some cut price or freak terms. He is afraid of salesmen 
and houses that have price lists and standard order 
forms only to make exceptions to the rules wherever an 
order can be secured by the means. 

The salesman who expects to come again and to build 
up a following among buyers is going to try by every 
means to create a good impression for himself and his 
house and he is going to try to leave the buyer thinking 
well of him and of his line. 

You cannot buy your way into a buyer's good graces, 
not if he is an honest buyer. And even a dishonest buyer 

vants to buy from a scrupulous and honest seller. The 

buyer may be looking for and arguing for special con- 
cessions, but he is sure to suspect the salesman who 
grants them to him. He will feel morally certain that 
somebody else, by insisting more firmly, will yet a 
greater concession. The buyer who is granted a favor 
is never satisfied, and if he receives you with open arms 
next trip, it is only because he hopes by a cordial wel- 
come to induce you to favor him still further. 

The class of buyer you are most anxious to sell and to 
retain as a regular customer is the one who knows what 
is what in the kind of equipment he is purchasing, who 
knows what terms are general in that kind of buying, 
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A Real 
Belt Dressing 
Made by a 


Beltin 
Manufacturer 


As belting manufacturers 
we believe we are quali- 
fed to determine what 
ingredients provide the 
best nourishment for a 
belt, and it is that knowl- 
edge which has enabled 
us to produce HAN-DEE, 


a belt dressing that we 


paves MamuractuRinc 
. 


know will restore to the 
belt the vitality absorbed 
in operation, give it re- 
newed life and enable it 
to stand up under pun- 
ishment. 


HAN-DEE 


Belt Dressing 


‘var BEST THaT YOU CAN fur 
ROSIN. ACID oR 
SUITABLE FOR 

ALL OF BELTING 


BOLT STRONG, MAKES LAST 


IN STHVICE GUARANT 
THE GRP THAT STOPS Te 
| 


is already widely used 
and giving. satisfaction. 
It has passed its trial 
stages and is fully quali- 
fied for general distribu- 
tion through the mill 
supply trade. It comes 
in one pound collapsible 
metal tubes, with ten 
tubes to a box. Han-Dee 
is an attractive speciality 
in any supply store and 
will command the atten- 


tion of belt users. We 
furnish good _ printed 
matter to help you sell. 
A profitable speciality. 
Let us quote you job- 
bers’ prices. 


HAN-DEE advantages 
Total elimination of waste—No 
time lost in preparation or ap- 
plication—No swab or brush re- 
quired—just compress the tube 
—Small units of one pound 
enable each department tu have 
tube handy for instant use—No 
excuse for applying too much 
dressing. 


DURYEA MANUFACTURING COMPANY 
Bayonne, J. 
ynated with asphaltum Vo laps, rl cemented parts. 


Stran ¢ ESTA [ED 


J 
TRADE MARK 


FLEXIBLE SHAFTS 


AND 


EQUIPMENTS 


STRAND flexible 
shafts and equipments 
have been on the mar- 
ket for many years and 
are used in a great 
variety of industries. 
They are made in sev- 
eral types and sizes and 
for many purposes. 


WE ORIGINATE, 
DESIGN 
AND BUILD 


We wind our own flex- 
ible shaft cores in our 
own factory. 


MPS 


Send for Catalog 
14, LP. 


Manufactured by 


N. A. STRAND & CO. 


5001-5009 No. Lincoln St. CHICAGO 


For cleaning and polishing 
there is nothing better than 
FIDELITY BRANDS 


Fifty-three Years of sin- 
cere effort to furnish 
the highest quality of 
material and service to 


the Mill Supply Trade. 


We solicit your inquiries for Cotton Wiping 
Waste, Journal Box Packing, Wiping Rags, 
Cheese Cloth, Prepared Wool and Grease. 


The J. Milton Hagy Waste Works 


Fidelity Mills 


Philadelphia, U. S. A. 


When writing to Advertisers please mention M1Lt Supptigs. 
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and who realizes that his opportunities to get special 
concessions are not many and are almost sure to be 
indicative of some sort of a weakness in the seller's 
proposition. That buyer will take advantage of a special 
price when he knows absolutely that the product is up to 
standard, but while taking up the special proposition he 
is mentally deciding that yours is not a house to tie to 
and to trust blindly. 

Present your proposition in such a way that it shows 
that you know you have a desirable line to sell, that you 
know it is worth the price, that you are selling it to all 
buyers alike, and you get the respect of the buyer even 
though you do not get his immediate order. It is better 
business to get the respect and the confidence of a buyer 
today so you can come back again and expect a chance 
at his future orders, than to get his order today and lose 
the chance of coming back and getting future business. 

Of course it may be true that building for the future 
may involve developing a following for the house which 
will be capitalized by some other salesman. That is a 
part of the game. No salesman can be sure that he will 
stay on his territory to reap all that he has sown, but a 
salesman who sows well for the future on one territory, 
though he may not reap there, will at least in a measure 


reap elsewhere when he finds that the methods and 
habits he has developed in one locality will be valuable to 
him wherever he goes. As a matter of fact, no man in 
business in any form can be certain of reaping all that 
he has sown, because there are too many uncertainties in 
human life and there are always those who are dropping 
out and leaving it to someone else to profit by the work 
they have done, just as you in your turn may profit by 
what some predecessor has done. But we cannot work 
on the basis of here today and gone tomorrow because 
we may still be here tomorrow to regret today’s mistakes 
or to profit by today’s wisdom. 

When a salesman’s attitude toward buyers is such that 
they see that he is interested only in today’s orders, he 
decreases today’s orders from the best type of buyers, as 
well as making it hard ever to get a chance to try for 
their business again. 

The buyer never develops any real friendship for the 
salesman who is thinking in terms of just the present 
trip. Such a salesman is not seeking to develop friend- 
ship; he is concerned solely with getting the signature 
on the dotted line. Unless a man is willing to sacrifice 
a little something of today’s maximum order possibil- 
ities, he is not going to be able to build for the future. 


Charged Profit and Loss 


Sheet Packing Agent’s Sad lurpertence with Foreign Distributor 


H. H. W. Bergmann & Co., New York, importer and 
manufacturer’s representative, recently charged a thou- 
sand dollars to their profit and loss account as the result 
of what H. H. W. Bergmann, proprietor of the company, 
calls a “sad experience in doing business with one of the 
pre-war best-known manufacturers of asbestos sheet 
packings.”” He believes that his own experience in this 
case may be used to sound a warning to his business 
friends to be on guard against offerings of a similar 
nature from foreign manufacturers or their so-called 
authorized foreign export houses. 

According to Mr. Bergmann’s story, in September, 
1921, his firm ordered a quantity of this asbestos sheet 
packing from a company in Zurich, Switzerland. This 
company at the time was acting as the distributing 
agents for this packing for export to the United States, 
the goods themselves being of Austrian manufacture. 

“We paid one thousand dollars on account,” says Mr. 
Bergmann, “with the understanding that in case we 
would not take the contracted quantity as the full first 
quarterly share for the privilege of our being the ex- 
clusive agents for their products in this country, we 
would lose the exclusive selling rights, but would always 
receive such merchandise, equivalent to the amount of 
our advanced payment of one thousand dollars. 

“In the meantime, about three months after our plac- 
ing the order and paying in advance, we were advised 
that the Zurich concern had placed new officers’ in 
charge of their business. The man who had visited us 
here in New York for the purpose of closing and making 
agency arrangements with us, had resigned as president. 
With his disappearance as president, one thousand dol- 
lars disappeared also, as we were promptly advised that 
the succeeding officers of the Zurich concern had nothing 
to do with any arrangements which this man had made 
with us. Upon his resigning, he reported that with the 
failure to order the full quantity of goods on our part, 
we were to lose the thousand dollars and no merchandise 
was to be shipped to us. Following receipt of this advice, 


we then communicated with the sole manufacturer 
in Austria, who, after many months of correspondence, 
absolutely refused to ship us the sheet packing for the 
amount of our advance payment, or to refund our thou- 
sand dollars in cash. In fact in the meanwhile the sole 
manufacturer took the jurisdiction of the Zurich con- 
cern to contract for sales into the United States upon 
himself, and contracted with other parties as their United 
States exclusive agents. 

“After exchanging various letters through an attor- 
ney, whom we then engaged in Zurich, we were made 
the proposition by the sole manufacturer that we could 
receive one thousand dollars’ worth of packing from their 
then contracted exclusive agents here in New York, but 
for resale into the Republic of Mexico only, and at a 
price to be determined by their New York agents. 

“This we refused to do because we had paid the one 
thousand dollars before these New York agents had been 
engaged and contracted with on the part of the sole 
manufacturer. Neither could we understand why we 
could not sell these goods in the United States. In fact, 
selling to Mexican merchants was impossible for us be- 
‘ause we had no customers there whatsoever. 

“We then decided to have our Zurich attorney bring 
this matter into the courts of Zurich. The case was 
postponed from one calendar court to another, but finally 
was set for its final hearing on January 18, 1923. Our 
own firm could not be represented outside of our attor- 
ney, who had received our instructions about the matter 
by correspondence only, while the attorney for the 
defendant was instructed personally by the defendant’s 
only witness who was none other than the former presi- 
dent who had called upon us here during September, 
1921, and who had received the advance payment. The 
consequence was that the presiding judge disposed of the 
‘ase in favor of the defendant. 

“Of course, we could have appealed to a higher court, 
but knowing that none of our own company could be 
present, we decided to drop the case.” , 
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PULL QUPPLIES 


yen wt Be 


Give Them What They Want-—- 


When a buyer asks for the best belt for a Main Drive—General 
Transmission, Elevator or Conveyor installation, there’s only one 
thing to give him—Gandy Stitched Cotton Duck Belt. For forty 
years we have been building Tough Belts for Rough Work. Why 
don't you stock Gandy Belt? You make a good profit on it, you 
can sell a lot of it and above all it gives satisfaction. Write for par- 
ticulars of our dealers’ contract. 


“It's the Belt with the Green Edge—-Buyers know it.” 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 
New York: 36 Warren Street. 


Chicago: 552 West Adams Street. 


te 


When writing to Advertisers please mention MILt Supp.izs. 
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HULL QuPPLreas 


JAMES H 


The customer was always wrong when he came to Old 
Man Purdy with a complaint about goods. There could 
be nothing the matter with the merchandise. The cus- 
tomer was mistaken and unreasonable. Sometimes the 
Old Man made him believe it and go away. Again, 
although still dissatisfied, he would go away. If he 
wouldn’t, the Old Man settled for as little as he could— 
which was what he had in view from the beginning of 
the argument. 


Clerks were not allowed to talk to anybody with a 
complaint. But after Henry Calkins had seen the Old 
Man turn away several customers that he had trans- 
ferred into friends by personal attention, he interested 
himself in this subject of complaints. In all but one 
vase, he decided, his customers were right. Sometimes 
merchandise should have been taken back at the full 
prices paid, and real shortcomings referred to manufac- 
turers. In other cases, the store was at fault. 

Talking with some of his chagrined customers, he 
found that this policy not only lost trade, but turned 
public opinion against Purdy, 

Did others handle complaints and claims more fairly 
and skillfully? Did other lines of business have methods 
that might be adopted by a dealer? 

One of the first men he talked with, a laundryman, 
made him realize how complicated a claim can_ be. 
Laundry customers are constantly looking for short- 
comings, he suid. Damage did occur—garments faded 
or tore in washing. But this was not always the laun- 
dryman’s fault. The garments might be old, unskillfully 
dyed, or made of poor material. Besides his own com- 
plaints, the laundryman had to adjust many that should 
rightfully have been laid at manufacturers’ doors. 

“Most of our trouble is due to wrong notions people 
have. They think laundries are rough with clothes, care- 
less in checking, and they must fight for their rights. 
The best way to handle complaints is before they begin, 
by creating good will and demonstrating your fairness. 
We do this in various ways. In going over garments, 
the trained checker will see things so badly worn that it 
is hard to launder them. A collar slightly frayed at the 
crease may be cracked when laundered. We put on a 
little ticket saying that it is badly worn, hard to wash, 
but that we have done our best, and do not charge any- 
thing for it. The ticket has made us lots of friends. 

“There is a good deal in the way you listen to a com- 
plaint. Start by letting the customer know that you are 
glad he brought the matter to your attention. That 
takes the hostility out of the situation, and then it can 
be discussed fairly. 

“Very often a complaint is settled by showing people 
how laundry is handled—how carefully it is checked, all 
pockets examined for overlooked valuables, and so on. 
Customers are astonished—it is so different from what 
they imagined. Very often, in this business, we have to 
pay for damage or loss that isn’t our fault, because we 
‘an’t prove it. But there are cases where, after a com- 
plaint has been settled, the customer discovers that he 
was to blame, and it is a credit to human nature that he 
almost invariably admits it and makes amends.” 

When things go wrong, people feel like the shipper 
who said that a claim for goods damaged by a railroad 


Rise of Henry Calkins, Mill Supply Salesman 


By Talking With Men in Other Lines of Business He Quickly Learned 
That “the Customer Is Always Right” Is a Splendid Policy to Follow 


COLLINS 


simply went to the place where the Great-Il-Won't sat 
and turned it down. 

So, everything that makes people feel that their 
troubles will be heard fairly, and settlement made if they 
are right, helps gradually in the adjustment of a com- 
plaint. In some lines of business, like public utilities, 
with enough complaints to keep one or more people busy, 
Henry found that matters were simplified by putting the 
complaint window in a prominent place—people saw it 
and knew that they could get a hearing if anything went 
wrong. There might be a pleasant woman at the win- 
dow to take the hostility out of the situation from the 
beginning. One big corporation had a fat man—nobody 
hates a fat man. 

Among wideawake dealers, he found the viewpoint that 
complaints give the best possible opportunity to get 
acquainted with customers. Contrary to Old Man 
Purdy’s policy of fighting complaints, many merchants 
invited them in their advertising, on their bills and state- 
ments, and with signs in the store. It was impressed 
upon the public that they valued the opportunity to dis- 
cuss the shortcoming and adjust it. Far from bringing 
in a host of grumbling customers, this reduced the num- 
ber of unreasonable complaints. 

A jeweler told Henry some useful things about mis- 
taken and crooked complaints. Most people are honest, 
but one must be firm as well as fair in dealing with dis- 
honest claims and the mistaken customer. 

“In my business,” he said, “complaints arise easily. 
People bring in watches that need repairs, maintaining 
that they were purchased only a few months ago, or 
cleaned recently. The jeweler’s best answer is good 
records, showing just when the watch was purchased or 
cleaned, and his technical knowledge should reveal the 
‘cause of damage. Good records and technical knowledge 
are necessary in every line of business.” 

A corporation manager told him that some years 
before, in trying to centralize his company’s business, 
scattered over the greater part of a state, he had put its 
branches under the general management instead of 
branch managers. Great harm was wrought because 
people with complaints had nobody to complain to, being 
referred to a distant central office. The trouble was only 
eliminated when the branch managers were restored. 
Besides replacing them, the company instructed them to 
join clubs and business organizations. The company 
paid their dues, and instructed them to be good mixers, 
to make friends and let people see that the corporation 
was represented by a “regular feller.” Henry found 
that suggestion so good that, when he got into business 
for himself, he joined several clubs, besides civie organ- 
izations and lodges. 

One point in Old Man Purdy’s policy was right, after 
all—that of never letting a subordinate talk with a 
grumbling customer. Henry adopted that, but not for 
Old Man Purdy’s reasons. He wanted the customer to 
feel that he was talking with the head of the business, 
the man with responsibility and authority. Complaint 
work calls for cheerfulness, quick-wittedness, a_ little 
detective ability, and poise that cannot be upset by anger 
or unreasonable people. Subordinates usually lack either 
the ability or experience to handle it properly. 
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“Nothing Takes the Place of Leather’’ 


And Alexander Leather Belting has a 
reputation for Highest Quality since 1867 


ALEXANDER BROTHERS 


414 NORTH THIRD STREET PHILADELPHIA 
BRANCH OFFICES 
New York Chicago Detroit Cleveland New Haven Grand Rapids Charlotte 


R BELTING. 


Ordinarily it takes special tools in the hands of an experienced shopman to repair 
broken belts. This is eliminated by the use of 


wane 


BRISTOL'S 
Patent Steel Belt Lacing 


Anyone can quickly lace a belt with them. The only tool needed isa hammer. There 
are machine shops near you who still lace belts in the oldfashioned way. By selling them 
Bristol's you will be doing them a favor, making customers and making money for your- 
self. Send for a sample assortment and Catalog 712-H. 


THE BRISTOL COMPANY 
WATERBURY, CONN. 
Branch Offices: 
BOSTON New PHILADELPHIA PITTSBURGH DETROIT 


CHICAGO St. Lowts San FRANCISCO 


When writing to Advertisers please mention Mitt Suppties. 
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Invisible Exchange Factor in Foreign Trade 


Department of Commerce Finds That the Movement of Capital and 


Such 


The Department of Commerce has completed an 
exhaustive investigation into the volume of “invisible” 
exports and imports for the year 1922. This examina- 
tion has been undertaken because our international bal- 
ance sheet is not comprised alone of the values of our 
imports and exports of merchandise and precious metals, 
which are capable of determination statistically month 
by month. For the last two decades the volume of those 
transactions which, for lack of a_ better term, are 
referred to as “invisible’ exports and imports, has 
become of steadily increasing importance. 

These items, embracing the movement of capital, and 
the movement of current items, such as interest, remit- 
tances of emigrants, tourist expenditure abroad, ocean 
freights, and so on, have now come to be of such a vol- 
ume as to entirely dominate what is known as the 
“favorable” or “unfavorable” trade balance from mer- 
chandising account. For instance, for 1922 there was 
due us from foreign countries, from the excess of our 
exports over our imports of merchandise, an amount of 
$754,000,000. However, when we take into account such 
“current invisible’ items as the movement of interest, 
remittances to emigrants, tourist expenditure, ocean 
freights, and other items, we find that our citizens have 
sent to, or spent in, foreign countries a net balance of 
about $425,000,000 more than we received on such 
accounts, and thus the balance due us arising from mer- 
chandise is reduced to about $329,000,000. As affecting 
this sum we have received about $246,000,000 net gold 
and silver imports and in addition there has been the 
invisible movement of loans and credits. We have 
exported capital in the shape of purchases of foreign 
securities and such, over and above the imports of capi- 
tal of the same character to the net amount of about 
$669,000,000 during the vear 1922, and were there no 
previous obligations to be accounted for this would 
amount to an investment abroad of more than the 
amounts due to us. 

To visualize the full balance sheet it might be stated 
that if we had entered the year with no obligations 
either way and if we had settled our balances in foreign 
trade and international finance every month in the year 
in gold, we should have exported gold to the amount of 
nearly $340,000,000 during the vear, instead of having 
imported gold and silver to the amount of $246,000,000. 
As a matter of fact, the movement of our capital during 
the year was, as shown from the detailed study, partly 
a transformation of accounts due to our merchants and 
banks at the beginning of the vear into bonds and funded 
debt during the year and partly a reinvestment abroad of 
amounts due us for merchandise sold during the year. 
No statement, however, as to the precise interaction of 
“invisible movements” is other than illustrative of their 
importance, as from the nature of things no setoffs can 
be stated in precise terms. 

A full comprehension of the invisible items and their 
approximate value is not only of profound importance in 
assessing our international balance sheet, but no sound 
conclusion can be made concerning the effect of foreign 
trade movements upon our credit structure, or upon the 
ability of foreign countries to purchase our commodities 
or to pay their debts, or upon exchange rates, or upon 
the movement of gold, or the ultimate trend of price 


Items as Tourist L.xpenditures Dominate in 


Balance Sheet 

levels compared with those of other nations, without 
some comprehension of our full balance sheet including 
the invisible items. 

This is the department’s first attempt at an exhaustive 
estimation of these items. In undertaking it the depart- 
ment has had the full cooperation of the principal banks, 
merchant houses, shipping companies, statistical services 
of the treasury, and other government agencies. It has 
had the advantage of the individual judgment of many 
institutions and prominent men as to the weight to be 
attached to the data obtained. 

From the nature of things these movements can not 
be recorded statistically, so that it is necessarily a 
process of estimation. The detailed basis upon which 
estimates are made are given in full in the report, but 
it must be emphasized that such items are only estimates 
with a varying degree of accuracy. Many of them are 
subject to wide variation in judgment and the result 
may be in error a hundred and fifty million dollars either 
way, although the tendency is for over and under esti- 
mates on opposite sides of the balance sheet to neutralize 
each other. 

It is obvious that there are wide changes in progress 
in our international balance sheet for the vear 1928 as 
compared with 1922. Up to date there has been a bal- 
ance against us on merchandising account instead of 
large balances in our favor. There has been a continued 
movement against us in the current items of “invisible” 
exchange. There has also been a much less movement 
in the export of capital. Yet there has been a continued 
import of gold despite this situation. The explanation 
of the latter possibly lies in the fact that there has been 
a large export of our currency which is being held and 
used abroad and there are some evidences that many 
countries in Europe have been increasing their open bal- 
ances in the United States and their investments in 
American securities. 

It is desirable to have an annual estimate of “invisible” 
items as accurate as may be, and it is proposed to seek 
the same cooperation from banks and merchants imme- 
diately after the end of the current vear in the endeavor 
to again build up some comprehensive estimate as to the 
movements during 1923. The Department of Commerce 
is therefore anxious to secure a consideration of the full 
report together with sugyestions from financial insti- 
tutions, economists, and merchants as to the method and 
material in order that succeeding estimates may be 
placed upon even a more definite and accurate basis. 


Employes Acquired Business 


The Scranton Supply and Machinery Co., Scranton, 
Pa., has been incorporated under the laws of Delaware 
with a capital stock of $150,000. The company was 
organized by emploves of William H. Taylor, who has 
been a dealer in machinery, tools and supplies, operating 
under the same name as the newly incorporated company. 
Mr. Taylor has disposed of his business to the new cor- 
poration, which will continue it at the old location, 634- 
648 Wyoming avenue, Scranton. The officers of the com- 
pany are: president, T. M. Vovle; vice-president, BE. R. 
Holgate; secretary and treasurer, D. C. Voyle.  Pres- 
ident Voyle will also be manager of the business. 
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“SAFETY 
ALWAYS” 


PROVING TO THE WORLD 
THAT AMERICA LEADS 
IN GAUGE GLASS 


Libbey has chosen the surest means of 
cooperation with mill supply jobbers 
and dealers by making the finest Gauge 
Glasses ever known. In addition Libbey 
is helping supply dealers by an in- 
tensive direct mail campaign. If vou 
are not receiving the benefits of this 
campaign in your territory write us im- 


mediately for information. 


LIBBEY GLASS MFG. CO. 


TOLEDO. OHTLO 


MAIL THIS COUPON TODAY 
Libbey Glass Mfg. Co. 
Toledo, Ohio 

Please send me details of vour cooperative direct mail 
witl Up} ly cit ilers and iobbers 


The 100% Hoist— 


Hoists — like automobiles — 
differ greatly in the service they 
render. 


Some are always ready and on 
the job, requiring very little at- 
tention. 


Others are bundles of trouble. 


And they may all have cost the 
same. 


Wright High Speed Hoists cost 
no more than others, but they 
are always on the job——re- 
quire no attention whatever 
give high speed hoisting with 
very little effort-—are mighty 
easy to handle——carry large 
overloads——are absolutely safe 
and all steel construction, 
That’s Wright—a 100%, Hoist 


When writing to Advertisers please mention MILL Su PpPLigs. 
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Predicts Improvement in Industrial Activity 


Chamber of Commerce of the United States in Special Report on 
Business Conditions Issues Cheering Forecast on Manufacturing 


An early definite improvement over the present gen- 
eral pause in manufacturing activity throughout the 
country is forecast by Archer Wall Douglas, chairman 
of the committee on statistics and standards of the 
Chamber of Commerce of the United States, in a special 
business conditions report. 

Mr. Douglas attributes the slowing up of manufactur- 
ing: activity at this time to three causes: the usual sea- 
sonal slackening which always accompanies the summer 
season, and the waiting upon the returns of harvest; the 
satisfying of a demand to fill up partly empty shelves, 
and to replenish broken assortments; a widespread feel- 
ing of conservatism that marks buying at present in all 
its phases. 

In commenting upon the third cause, Mr. Douglas says 
there is a general feeling, especially among consumers, 
that many of the advances during the spring were 
entirely without warrant, merely taking advantage of a 
supposed situation of a passing dearth of goods. “Natur- 
ally,” he goes on, “there arises the determination among 
buyers to trade entirely along the line of the laws of 
supply and demand, and to purchase only when prices 
seem reasonable and in accordance with prevailing 
conditions.” 

The report continues: “Shoe factories in New Eng- 
land seem to feel the effect of reduced demand more than 
those in the West, and this seems true likewise of the 
cotton mills in the North, compared with the cotton- 
growing states. Cotton exports to Europe have fallen 
off as the natural result of demoralized conditions in so 
many nations. Manufacturers of cotton fabrics face i 
condition which gives them pause and offers no 
solution of their difficulties. High priced raw cotton is 
among the certainties of the coming months, despite 
falling off in demand from Europe, and the possibility 
of such happening in this country. The underlying prob- 
lem is as to what price the consumer will pay for cotton 
goods compared with the prices of raw material, and as 
yet there is no answer. 

“Building material is somewhat cheaper, but appar- 
ently not enough so to stay the gradual decline in build- 
ing and construction which has set in and which evi- 
dently will continue. Prices of labor employed in 
building, and high price of rents, only complicate the 
task of making construction a matter of more stable 
nature, instead of one of violent extremes.” 

Of the agricultural situation, Mr. Douglas 
“Matters are much mixed in the agricultural world, there 
being a fair degree of content in some localities while 
in others the farmers are sore distressed. The entire 
Wheat vield of the country will not exceed 785,000,000 
bushels and is being held by the farmer where he can 
atford to do so. Corn will be a large crop in the surplus 
corn states from Ohio westward to Kansas and Nebraska 
inclusive, though there is still a measure of uncertainty 
as to its ultimate volume owing to the large proportion 
of it that is not vet out of danger from an early frost. 
The South raised less corn this year than usual, also less 
vrains, owing to the prevailing obsession for planting 
cotton. Prices of livestock are not generally attractive 
to the farmer, save that hogs have advanced of late, 
accompanied by high prices for corn. This did much to 
create more cheerful sentiment among farmers through- 


ASV 


says: 


out the Central West, and in the West wherever hogs 
and corn are commodities of importance. 
“The cotton crop recently went backwards in practi- 
cally all states except Texas and Tennessee because of 
constant rainfall, accompanied by vast hordes of destroy- 
ing boll weevil and army and leaf worms. This sudden 
and unexpected destruction changed conditions in some 
sections, from high hopes to moderate expectations. 
Modifying influences are higher prices of cotton, the 
possibilities of more favorable weather, and the general 
good condition of that host of minor crops which are one 
of the teatures of Southern agriculture today. The ulti- 
mate vield of cotton will not exceed 10,250,000 bales.” 

BRASS MANUFACTURERS MET 
Adopted New Die Standards Which Will Give Trade Interchange- 
able Parts in Any Section of Country 

The National Association of Manufacturers 
held its fall meeting at the Hotel Cleveland, Cleveland, 
on September 11, 12 and 13, with a good attendance. 
Several matters of importance to the trade were dis- 
cussed. The association extended its cooperation to the 
Middle West Foreign Trade Committee, by passing a 
resolution endorsing the action of the committee in 
regard to its merchant marine program and recommend- 
ing that each member of the association write to his 
senator and congressman asking for their support on a 
bill calling for private ownership and operation of Amer- 
ican ships, same to be fostered and encouraged by the 
United States government. 
The association appointed a committee of three to 
cooperate with the National Trade Extension Bureau 
on the question of standardization of catalogs. The 
standard of the association is 7's by 10°. inches and the 
committee was instructed to discourage any change from 
this standard. 
An interesting report on the standardization of dies 
was submitted. The die models have all been rechecked 
and new sets of gauyes ordered by nearly all members of 
the association. These provide a uniform and_ inter- 
changeable system of threads of plumbing fixtures so 
that goods manufactured in one section of the country 
will be interchangeable with yoods made by manufac- 
turers in any other section. This change will be of par- 
ticular interest to the jobber. 
It was reported that work is progressing on a new 
official catalog which will be issued January 1, 1925, and 
will contain only goods that advarcement, change and 
popular use have brought about, thus eliminating all 
obsolete goods. 
A report on the newly established credit department of 
the association was submitted by Commissioner William 
M. Webster. This showed that the members have been 
making vood use of the service and that larye savings 
have already been effected. 
The business conditions report showed that many of 
the members now making goods for while 
some have sufficient business on their books to operate 
their plants for a month. The majority reported that 
they are operating their plants with full force and on full 
time, and a few were working overtime. 
The next meeting of the association will be 
New York City on December 12 and 13. 
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Tried and Proven 


Over thirty years of service have 
established the reputation of the 
Cyclone Lubricator in all parts of 
the world. 


The Cyclone is made in various 
models to suit every requirement 
and is carried in stock by all the 
leading jobbers. 


Write for Cyclone Circular 


Michigan Lubricator Co. 
Detroit, Mich. 


NAMCO 


Cap Screws, Milled and Plain S.A.E. Nuts 
Upset, U.S.5. & SALE. Castellated S.A.E. Nuts 
Milled Studs 


—from stock 


Set Screws Milled and 
Upset, U.S.S. & S.ALE. 


Screws and Nuts of Accurate Fit and Fine Finish— 
those added qualities which mean so much and cost no 
more—may be obtained by specifying “NAMCO.” 
Prompt shipments in large or small quantities to your 
requirements. 


THE NATIONAL ACME COMPANY, Cleveland, Ohio 


New York Boston Chicago Detroit Buffalo 
Ve. AL Moore & », Atlant ‘ Huchson & Merton, Inc., San Francisco 


Warehouses at New York and Chicago 


When writing to Advertisers please mention 
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Most Dealers Stock Twist Drills and Reamers 


Survey Recently Completed by “Mill Supplies” Showed That These 
Products Are Sold by Two Out of Every Three Mill Supply Houses 


Two out of every three mill supply houses stock twist 
drills and reamers. In other words, out of the 2848 
dealers in the United States who are listed as distrib- 
utors of mill, steam, mine and contractors’ supplies, 
tools and machinery, nearly 1900 of this number carry 
either twist drills or reamers, or both, as regular stock 
items. 

The above figures are based on the results of an 
inquiry made by MILL SUPPLIES recently to determine to 
what extent mill supply dealers are interested in the pur- 
chase of twist drills and reamers, and also to get a line 
on the manufacturers of these articles who are interested 
in dealer distribution. 

Replies to the inquiry were received from a total of 
over 700 mill supply dealers in the United States. Of 
this number, 240 replied that they did not stock either 
twist drills or reamers, while 494 replied that they did 
stock them. The houses which do not stock them are 
for the most part mill supply houses which specialize in 
transmission supplies only, machinery houses special- 
izing in heavy machine tools, and some of those mill 
supply houses whose business is largely plumbing sup- 
plies but which carry enough mill supply lines to warrant 
listing as mill supply houses. Practically all of the 
houses which replied that they stock these two items are 
of the type that are considered as general mill supply 
distributors, so that the estimate that two out of three 
mill supply houses carry these tools is indeed a conserva- 
tive one. 

The inquiry showed that 21 individual manufacturers 
of twist drills have dealer representatives, but of this 
number seven manufacturers have approximately three- 
fourths of the entire field. In the reamer field, 37 makes 
are listed, but the same leaders are found in this field 
as in the twist drill field, and following closely on their 
heels are three manufacturers of reamers who do not 
manufacture drills. 

The inquiry was also extended to the Canadian mill 
supply field, and out of 27 replies received from Canadian 
dealers, 25 stated that they stocked twist drills and 
reamers. Owing to. tariff considerations, Canadian 
manufacturers control the twist drill and reamer market 
in their own country, the John Morrow Company appar- 
ently being a heavy favorite with the mill supply trade. 
A few American makes are represented, however, but it 
is apparent that any large scale dealer distribution is 
limited to a company manufacturing within the bound- 
aries of the dominion. 

The inquiry showed that over 100 of the dealers who 
replied stock more than one make of twist drills, and a 
much larger number of dealers stock more than one 
make of reamers. 

Many dealers have indicated that the present margin 
of profit in twist drills is not as attractive as it should 
be, and that they would welcome a broader opportunity to 
increase this margin. Both from the remarks of dealers 
in this inquiry and from recent interviews with dealers 
in various cities, it is apparent that there are conditions 
in the twist drill field which might well be ironed out, 
although the solution is one which must be by individual 
resolution. 

For instance, in one large industrial center, half a 
dozen dealers were interviewed individually, and in five 


out of six cases, without any prompting each brought 
up the subject of cut-throat competition among dealers 
in twist drills. It is not entirely coincidental that each 
believed the other dealer to blame for the condition. 


NATIONAL CLEARING HOUSE 


Idea of George Puchta Has Been Approved by Members of 
National Supply and Machinery Dealers’ Association 

The proposal of George Puchta, president of the 
Queen City Supply Co., Cincinnati, for the establishment 
of a national clearing house has received hearty approval 
from the members of the National Supply and Machinery 
Dealers’ Association, and steps have already been taken 
to put the plan in operation. Shortly after the last con- 
vention, the proposal was placed before the members 
and opinions requested as to the advisability of adopting 
it. The following letter has been sent to members, 
announcing the results of the inquiry: 

“We are pleased to tell you that the members of the 
association almost unanimously favor the idea of what 
might be called an enlarged overstock and goods wanted 
list. There are, of course, some criticisms in regard to 
the interest of the members in this matter. There are 
some who say that we should not list as overstock goods 
which are owned by customers of a member, and which 
are offered for sale through the member but really on 
behalf of the customer. Others say that we should 
always give the name of the manutacturer of the goods 
and not let this matter be unknown. 

“Some members indicate that we must offer the goods 
at an attractive price; other members say that we should 
be reasonable in listing the amount of overstock and as 
a maximum should not exceed eight or ten pages for 
any one member. However, we leave these matters to 
your disposal, and would like you to send in your lists 
of material in overstock and also your lists of goods 
wanted, thereby cooperating with the association and 
your fellow members for your common assistance.” 

> 
FIRE PREVENTION CONTEST 


Announced for Interesting Chambers of Commerce in 
Nationwide Drive to Reduce Losses 


Plans 


The Chamber of Commerce of the United States has 
announced plans for a nation-wide fire-waste contest 
among chambers of commerce and other civic organiza- 
tions, suitable awards to be given in each of four desig- 
nated receiving the highest rating in fire 
prevention activities during 1923. For the purposes of 
the contest, the classification of chambers of commerce 
is as follows: cities of over 100,000 population; cities 
between 50,000 and 100,000; cities between 20,000 and 
50,000; and cities under 20,000, 

Chambers of commerce will be judged on their relative 
accomplishments during the year, to be graded as fol- 
lows: actual reductions of fire loss, 40 per cent; educa- 
tional activities, 30 per cent; permanent improvements 
in protection and construction, 30 per cent. All chambers 
of commerce or civic organizations connected with the 
national body are eligible to enter the contest. The mem- 
bers of the board of judges have not yet been selected 
but will soon be announced. 


classes 
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CUPPLIBS 


Fig. 133. Acute Heel Shelf 
Bucket, heavy duty, es peci- 
ally adapted for handling 


coal, stone, cement, ores, 
etc. May be attached to 
either chain or belt. 


Fig. 668. Extra heavy 
Elevator bucket, 
suitable forores,coal, broken 
stone, and similar heavy 


substances. 


GENUINE 


Elevator Buckets 


Since 1880, when Salem Buckets were awarded 
first premium for superiority, no other make of 
bucket has approached the Salem in quality, long 
wear, or unusual service. It is made in many dif- 
ferent sizes and gauges of steel ranging from 24 
gauge to 6 gauge, and is adaptable for handling 
materials of practically any size, shape or weight. 


Fig. 1124. Trough front, 
“Continuous Type’’ Bucket, 
used for a variety of service 
conditions. Pours its load 
instead of throwing it. 


Our large stock of standard sizes and gauges and 
our ability to furnish buckets made up in accord- 
ance with your specifications, enables us to offer 
excellent service and prompt delivery. 


Fig. 132. Round Heel Shelf 
Bucket for handling damp 
materials which wiil notdis- 
charge readily from other 
styles of buckets. 


Write for Price List 3625 
MULLINS BODY CORPORATION 


Successors to W. J. CLARK CO. 
102 Mill St. Salem, Ohio 


Detroit 


one 


thing 
will be 


DETROIT No. 6 
Closing Machine 
Price $25.00 


Remember you have only to buy 
Belt 
chine in a lifetime. 


free of charge. 


No man who knows belts 
questions the Superiority 


of the Wire Hook and The 
Staggered Grip. 


Detroit is the only Staggered Grip Wire Hook Belt Lacing. 


DETROIT BELT LACER COMPANY 


DETROIT, MICHIGAN, U. S. A. 
BRANCH OFFICES IN LARGE 


CITIES 


Ma- 
If any- 
wrong it 
replaced 


Lacing 


When writing to Advertisers please mention MILL SuPPLIES 
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PULL QUPPLUES 


Protest Babson Suggestion 


Secretary Fernley sks National Association Members to L.xpress Opinions 


The National Supply and Machinery Dealers’ Asso- 
ciation has called the attention of its members to a sug- 
gestion which was made in a Babson report of recent 
date, which has been severely criticized by manufactur- 
ing interests. There follows the letter sent out by 
Secretary Thomas A. Fernley on August 29th: 

“Our attention has been called to Babson’s Reports 
under date of August 28th, in which the statement is 
made that a large quantity of foreign goods have begun 
to appear in American markets. An illustration is given 
of flash lights which have been placed on the market to 
retail at 35 cents, quite similar to those of American 
make, which retail at $1.00. 

“The letter states that under present conditions manu- 
facturers seem to be unable to cut costs any lower, but 
makes this suggestion: ‘Instead of dragging along, try- 
ing to fight foreign goods, why not turn to and sell these 
same goods?’ 

“The letter further suggests that manufacturers keep 
their sales organization intact. We quote as follows: 
‘In the last analysis, the manufacturer who can continue 
sales even though he must buy of others is better off in 
the long run to shut down the factory and simply keep 
his sales organization intact than to lose both.’ 

“One manufacturer receiving this bulletin from the 
Babson organization has written them as per the 
enclosed copy. The letter from which we quote closes 
with a request that their clients express their opinions 
on this, and we hope that the request will be complied 


with. It will be helpful if you will send us carbon 


copies of such replies as you may make if you are a client 
of the concern quoted. We cannot imagine that the 
manufacturers and distributors of this country will look 
with favor on a suggestion that they turn their sales 
organizations into the distribution of foreign made goods 
in the way indicated.” 

Accompanying the letter of Secretary Fernley was a 
copy of the letter of protest of the manufacturer referred 
to in the communication. Here is what this manufac- 
turer wrote to Mr. Babson: 

“T am much interested in your report of August 28th, 
regarding ‘Meeting Foreign Competition.’ As a manu- 
facturer I cannot possibly agree with your decision in 
this particular matter, nor can I understand why a man 
in your position would advocate closing practically all 
the factories in New England, if not in the United 
States. With our mills and factories closed, to whom do 
you expect to sell the 22 cent flashlights? 

“In our particular line competition first made its 
appearance about two years ago. Fortunately for us the 
Germans in their blundering way copied many of our 
patents and sold the goods to importers here in the 
States, and we have been fortunate enough to protect our 
patents, and the dealers in general do not care to handle 
that class of merchandise. 

“Furthermore, the quality of the goods is very poor 
and few people care to handle them. If all manufac- 
turers and dealers would look after their own interests 
rather than the Germans’ interests, I think the foreign 
competition could be largely overcome.” 


tor 


Massachusetts Industries 


Expended Over $20,000,000 in Plant Additions and New Machinery Last Year 


Mill supply manufacturers and distributors who are in- 
terested in New England markets for their products will 
be interested in the results of the recent survey of Massa- 
chusetts industry which have just been announced by the 
Associated Industries of Massachusetts. This shows that 
“industry in Massachusetts is not standing still or de- 
clining, but, on the contrary, that production facilities 
are steadily increasing.” 

“In the calendar year 1922 more than $20,190,500 were 
expended in additions to plants and in the purchase of 
new machinery. As a result of these enlargements, 11,- 
377 additional workers are employed and 3,733,695 square 
feet of floor space have been added to plant facilities. 
Several new concerns located in Massachusetts during the 
vear, and of these it is interesting to note that one came 
from Cleveland, Ohio, with 150 employes; one each from 
New York City, Whitefield, Belmont and Tilton, N. H., 
while a New Jersey shoe concern established a Massa- 
chusetts branch at North Adams, employing seventy-five 
hands at the outset.” 

Further statistics relative to Massachusetts industry 
are contained in recent census bureau statistics. The 
state is “the most prominent textile manufacturing cen- 
ter in the United States,” and in 1919 produced 21.6 per 
cent of the total value of the several classes of textiles 
produced in all states. In addition, it ranked first in sev- 
eral distinctive branches of the textile industry, including 


cotton goods, worsted goods, woolen goods, cordage and 
twine, jute goods, oil cloth, enameled, wool shoddy and 
linen goods. The state ranked second in felt goods and 
hats and wool felt, and was third as a producer of knit 
goods, carpets and rugs—other than rag—and cotton 
smallwares. 

Massachusetts is the leading state in the consumption 
of raw cotton and the principal cotton yarn market of 
the United States. It holds first rank in the value of 
cotton goods produced and also in tire duck and other 
tire fabric production, muslins, shirtings, yginghams, 
twills, sateens, cotton blankets, and tobacco, cheese, but- 
ter, bunting and bandage cloths. It has ranked first as 
a producer of woolen and worsted goods in the United 
States since the first federal census of manufactures. 

Massachusetts manufactures about one-third of the 
total cotton spindles, wool spindles, woolen cards and 
combing machines. It leads in shoe manufacturing. 

The analysis of the data gathered by the association 
reveals that fifteen new manufacturing establishments 
started operations in Gardner during the year, seven in 
Boston, six in Lowell, five in Malden, three each in Wal- 
tham, Marlboro and Georgetown, two each in Cambridge, 
Peabody, Ipswich, Chelsea and Salisbury, and one each in 
Waverley, Somerville, Worcester, Hubbardston, Everett, 
Chicopee, Holyoke, Danvers, Amesbury, Springfield, 
Stoneham, Athol and Lynn. 
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TRADE MARK REG. U.S. PAT. OFFICE 


BELT LACING 


CO-OPERATION 


Your salesmen are rendering belting users a favor by supplying 
them with simple-to-use, long-life, Alligator Steel Belt Lacing. 


We in turn aid your salesmen through the work of our direct fac- 


tory men and the National Publicity gained through our advertising 
to the belt user. 


You can supplement both the work of your salesmen and our 
efforts by the form of your catalog listings. Our advertising depart- 


ment will gladly lay out and write for your approval, “copy” for your 
listing of Alligator Steel Belt Lacing in your next catalog. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago, Ill. 


For Every 
Size Kind 


When writing to Advertisers please mention M1Lt Supptigs. 
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More Opportunities to Cooperate With Dealers 


Inquiries Received by Service Department of “Aull Supplies” 


During the Past Month Sought 


Construction Supplies Co. of America, 104 Pearl 
street, New York, stated in a letter to MILL SUPPLIES 
under date of September 7, that it is anxious to get in 
touch with a manufacturer who can supply the company 
with the following products for export: iron body globe 
and gate valves and cast iron screw fittings. The com- 
pany specifies low prices. 

The above is one of the many requests for assistance 
and information which have been received during the 
past month by the service department of MILL SUPPLIEs. 
The majority of the inquiries are from mill supply 
houses. While the service department has been able to 
furnish the information sought in most instances, a few 
of the questions proved stumbling blocks, and again the 
assistance of readers is sought. 

An Elmira, New York, dealer is seeking the manufac- 
turer of a lace leather carrying the brand name, 
“Economy.” No record of this brand could be found in 
current reference files. The same dealer desired to know 
the name of the manufacturer of the Bond round belting, 
which he described as a round leather belt tanned with 
the hair on it. This particular type of belting is mar- 
keted by the Charles Bond Co., Philadelphia. 

A Philadelphia supply house wishes to locate the 
manufacturer of a water turbine formerly manufactured 
by the Risdon-Alcott Company at Mt. Holly, N. J. No 
record of the manufacturer of this product was found, 
other than the notation that it had gone out of business 
in 1918. Any information on this subject will be wel- 
comed from any reader who may have knowledge of any 
successor to the company. 

A Brooklyn manufacturer of brushes wrote: ‘We are 
interested in securing the ‘Ideal’ twist drill grinder, but 
are unable to locate the address of the manufacturer. 
We would greatly appreciate your advising us who 
makes these grinders.” Previous to 1920 this machine 
was made by a Brooklyn manufacturer, but he is no 
longer located in that city, nor is there any available 
information on hand as to his present address. 

An Ohio brass foundry is interested in knowing where 
to purchase wood valve wheels for radiator valves. A 
list of manufacturers of these wheels was forwarded. 

Here’s an inquiry from Houston, Texas: “Can you 
give us the names of some manufacturers who make a 
good line of herringbone and moleskin ticking for mak- 
ing plumbers’ wiping cloths?” A list of manufacturers 
of tickings was forwarded. 

An Indianapolis jobber wanted the name of the manu- 
facturer of Manson friction tape. This tape is made by 
a company in Passaic, N. J. 

A Utica mill supply house asked for the address of 
the Philadelphia Textile Company. The latest Philadel- 
phia directory does not carry this name, but there is a 
Philadelphia Textile Machine Co., located at Seventh 
street and Tabor road. It is possible that this is the 
manufacturer in question. 

A Texas house stated that one of its customers had 
sent in a bubbler with an inscription, “M. & H. Mfg. 
Co.” thereon, and requested the name of the manufac- 
turer of this bubbler. The M. & H. Foundry Co. of 
Belleville, Ill., a few vears ago made similar bubblers 
and inquiry showed that the company is now known as 
the Century Brass Works, Inc. The latter in reply to 
an inquiry stated that the M. & H. Manufacturing Com- 


(nusual Variety of Information 


pany has been out of business since 1917 and that the 
products of the company are now manufactured by the 
Century company. 

A Canadian engineering corporation asked for assist- 
ance in locating the maker of a fuel oil pump under 
the name of Quinn. This information was forwarded, 
the company in question having a Montreal branch office. 

A New York buyer is having difficulty in locating a 
“C M” sleeve extractor. If any mill supply man happens 
to know where such a tool is manufactured, the informa- 
tion will be welcomed by MILL SUPPLIES. 

An Indianapolis jobber wrote: “Please let us know 
immediately if it is possible to do so from whom we may 
purchase tetrachloride used in fire extinguishers as an 
extinguisher liquid, same to be put up in one gallon 
cans.” A list of such manufacturers was forwarded. 

Here is a query that may be simple for some mill sup- 
ply man to answer: ‘We are trying to locate a ‘Lobe’ 
sanitary catch basin to be used in butcher shops. We 
would appreciate advice as to where it can be obtained.” 

A Lancaster, Pa., company wrote that several years 
ago it purchased some ‘‘Rucker” thue blowers, and cannot 
now locate the address of the manufacturer. This 
inquiry was forwarded to a Minneapolis mill supply 
house, as the last known address of the manufacturer 
was in Minneapolis. The flue blowers, it was found, are 
still being manufactured by a company which had 
acquired the patents of the former manufacturer. This 
Was an instance of cooperation between two mill supply 
jobbers. 

A manufacturer of shoe laces in Massachusetts sent in 
this request: ‘We should like very much to know the 
names of manufacturers of machinery which puts on 
labels. We have a certain operation which is now done 
by hand that we would like to perform by machinery. It 
is wrapping the label around our shoe laces, and we 
thought some manufacturer would be able to produce 
something for us.” A list of labeling machine manu- 
facturers was forwarded. 

An inquiry from a St. Louis jobbing house asked for 
the name of the manufacturer of the “Bullard” adjust- 
able pipe wrench. A search of the records showed that 
the manufacturer of this wrench had been reported out 
of business in 1917. If any dealer happens to know any- 
thing about this wrench, the information will be welcome. 

Here’s another one from St. Louis: “One of our cus- 
tomers is in the market for a quantity of six-inch Burton 
pliers. We do not seem to be able to locate this tool in 
any of the directories we have on file. Can you advise us 
the name of the manufacturer of same?” There is a 
‘Burton patent” plier made by a New York manufac- 
turer, and the latter’s address was forwarded to St. Louis. 


Vew Chicago Belting House 

Interstate Belt & Supply Co. is the name of a new 
supply house which opened for business at 549 West 
Washington boulevard, Chicago, on September 1. It will 
specialize in belting, hose and packings. P. C. Whitney, 
formerly manager of the Interstate Belt & Rubber Co., 
Chicago, a branch of the Badger Belt & Rubber Co., 
Milwaukee, is proprietor of the new company. Its terri- 
tory will include Illinois and northern Indiana. L. B. 
Allen is buyer for the company. 
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October 


Solid Underportion 
and Improved Saddle and Saddle Screw 


Another point of Parker 
Superior strength is the 
Underportion. This is cast 
solid, thus providing a 
firm foundation for the 
powerful Parker Grip. 


The Saddle and Saddle 
Screw are placed on the 
outside. This permits the 
taking up of lost motion 
and the easy removal of 
the screw for lubrication. 


of providing overstrength. 


There are six other Parker 
Points that are of special 
interest to vise buyers. All 


explained in our Phantom 
Parker Vises are used in Folder. Send for it. 
the big shops of the U. S. 
and Canada and have been THE CHARLES PARKER CO. 
for 81 years, mainly be- Master Vise Makers 
cause of the Parker policy Meriden, Conn., U.S.A. 


PARKER VISE 


Grip Like a Grizzly 


Transmission 


Machinery 


OUR inquiries for complete line 

shaft equipment or for single items, 
such as friction clutches, bearings, etc., 
will receive prompt attention. 


When desired we will forward sketch 
aoriggas layout of equipment quoted 
1pon. 


Send us your inquiries. 
Let us work together. 
Catalog and prices upon request. 


CLUTCH 


Cleveland, O. 
New York Office: 50 Church Street 


Unusual Accuracy 


iS an important teature with the Famous 
Universal Woodworker. This fact— 


Plus Speedy Production 
on its five stendard units—the band saw, saw 
table, jointer, shaper and boring mé chine are 
what— 
MAKES PROVITS Grow 


for the Famous Uni 
versal owner 


The five units can be operated at the 
same time without interfering with one another and 
every operation is right-handed—a point be- 
comes an important consideration in the sale of— 


Famous Universal Woodworkers 

They are easy te install, simple to 
operate, with almoit’ no cost of up- 
keep Compactly built to save floor 
space, and to save time and cost in 
operation, Speedy, accurate, and de 
pendable. 


Write for further conclusive proot 
otf Famous Superiorities fully de- 
scribed in the bocklet. “‘Answering 
a Knotty Problem.’ 


The Sidney Machine Tool Co. 
Dept. 610 Sidney, Ohio 


“PEERLESS” Flue Scraper 


The Scraper That Scrapes 


“PEERLESS” scraper blades are made of mal- 
leable castings. 

The cutting edge is shearing and self-sharpen- 
ing. 

No bolts, rivets or screws to loosen and be lost. 

Has a coil spring. Better made and finished 
than any other. 

Guaranteed to last longer and to give perfect 
satisfaction or money will be refunded. 
Forms a perfect disc and allows nothing to re- 
main back of it in the tube, as it scrapes 

going and coming. 

“PEERLESS” blades are so constructed that they 
agitate under the soot scale, removing 
every particle right to the tube. 

The largest boiler manufacturers estimate that 
the “PEERLESS” Scraper, properly used, 


saves over 20 per cent in fuel. 


Write us for prices and selling plans 


Manufactured by 


PEERLESS MANUFACTURING CO. 
Albany, Ga., U. S. A. 


When writing to Advertisers please mention Mitt Suppi.es 
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QUPPLIES 


| Contracts With Employes 


Should Be Written and Cover All Phases of the Relationship 


ELTON J. BUCKLEY 


A very great degree of misapprehension exists among 
employes, and among employers as well, as to the law of 
employment contracts. Employes, for instance, if they 
are employed at $5,000 per year, believe that that puts 
their employment on a yearly basis and that they prac- 
tically have a year’s contract, with a requirement read 
into it that a year’s notice must be given to terminate 
the relation. There is not the slightest foundation for 
this belief, as I shall point out. 

Another popular delusion among employes is that if an 
employe really has a year’s contract and is discharged, 
say, at the end of three months, he has a good claim for 
nine months’ salary and can loaf for that length of time. 
This idea is just as baseless as the other. 

Most employers refuse to make written contracts with 
their employes because they think they will in some way 
prevent their discharge if occasion arises. This is not 
in any large measure true. Every employment con- 
tract should contain a provision binding the employe to 
furnish services “satisfactory to the employer.” Even 
outside of this, the employe is supposed to be competent 
to fill the position he is taking; if he proves not to be, 
he can be discharged regardless of the contract. And 
he can be discharged for misconduct and other infrac- 
tions. In other words, the employer parts with very 
little of his right of discharge when he signs a properly 
drawn employment contract. 

If there is a written contract, it should cover all phases 


of the relations and leave nothing to conjecture. But 
suppose there isn’t any written contract? In the first 
place, in this country, the simple tact that a man is hired 
at a weekly or a monthly or a vearly salary doesn’t mean 
that he has a week’s, or a month’s, or a year’s contract. 
It merely fixes the rate at which he is to work. The 
weight of authority in this country is that where nothing 
is said between the parties when the hiring is done, it is 
a hiring at will, no matter what the salary basis, and 
either party can terminate it at any time. California is 
about the only State which enforces a contrary rule; 
there a contract at $5,000 a year would be a year's 
contract. 

The rule also has some other exceptions. There may 
be evidence in the case which would show that the parties 
contemplated that the relation should last at least a year 
or at least a month, as the case may be. The law isn’t 
quite settled on this point. For instance, in an Illinois 
‘ase and some cases in other States it was held that when 
a man was hired at so much a month there was an impli- 
‘ation that he was to keep his job at least one month. 
This would not, however, apply to hiring at so much a 
year. Under the weight of authority in this country (in 
England and Canada the rule is different) the employing 
of a man at so much per vear does not give him a yearly 
contract unless there are circumstances in the case which 
clearly show an intention by both parties that a year’s 
contract was intended. 
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CHINA DEMAND FOR SUPPLIES 


Demand for American Plumbing Goods and Tools on the Increase 
in Commercial Center of North China 


The demand for plumbing supplies in Tientsin is on 
the increase. A considerable number of modern build- 
ings, warehouses, and other types of buildings are being 
constructed which are to be equipped with water and 
steam heating. Beside the use which plumbing supplies 
would find in ordinary types of building, there is also 
a big demand for them on the part of railways, mines, 
electric light companies and factories. The chief lines 
of articles required are pipes and tubes, sanitary articles, 
heating devices and other commodities used in general 
plumbing work. 

Most of the plumbing supplies in Tientsin come from 
the United States. Before the war European countries 
were the chief source of supply, but now American 
plumbing supplies dominate the market and the develop- 
ment of Tientsin and its surrounding territory should 
bring with it an increased demand, says Consul General 
Stuart J. Fuller, in a report to the Department of 
Commerce. 

There is a good market also in Tientsin for small tools 
and hacksaw blades, Consul General Fuller states. The 
superiority of American tools seems to be quite generally 
recognized, the chief obstacle to their introduction being 
the price factor. In general, Chinese use low grade tools. 
They make some of these in local establishments, but 
most of the low grade are supplied by Japan. While 
hacksaw blades are not definitely listed in the Chinese 


customs returns, there is reason to believe that the trade 
in these is keeping pace with the growing industrial 
development of China. 


TO PAY CREDITORS IN FULL 
That Is the Hope of the Receivers In Equity Appointed to Take 
Charge of United & Globe Rubber Corporation 

J. Philip Bird and Henry J. Haigh have been appointed 
receivers in equity for the United & Globe Rubber Cor- 
poration, Trenton, N. J. Following their appointment 
the receiver sent out the following statement to credi- 
tors: “As receivers for this company we wish to em- 
phasize the fact that this is an equity proceeding and 
not one of bankruptcy, it being the wish and action of 
creditors representing a large majority of its liabilities, 
in the interest of all creditors, that such action be taken. 
The receivers are instructed to operate the plant and the 
present organization will be held as nearly intact as pos- 
sible. The purpose of this receivership is to permit the 
formulating and perfecting of a suitable plan or reor- 
ganization with ample financing. 

“We indulge the hope all creditors will ultimately re- 
ceive payment of their accounts in full in a manner satis- 
factory to you. In order to assist the receivers in pre- 
paring a statement of the condition of the company, it 
is important that all creditors submit an itemized state- 
ment of their account, a list showing all notes, trade 
acceptances outstanding and also a memorandum of. all 
cpen contracts or purchase orders showing quantities, 
deliveries, prices, etc. A complete financial statement 
will be mailed to all interested just as soon as possible.” 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 


THE WATSON-STILLMAN CO. 


a. i198 Fulton St., New York Sows 
Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. LS, 
~ 
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Ford Advertising 


is Working for You 


r is helping you to sell Ford Triblocs. 
Weekly and monthly it is bringing direct 


to your present and prospective customers 
a live and effective sales message. 


All Ford Triblocs are distinguished by the 
Green Loop Guide. Your customers will 


recognize it as a mark of a good hoist. Good 
because of its high efficiency; because of its 


i This is a cut of the illustration used in ‘ Patented Loop Hand Chain Guide; hecause 
one of our current trade and business 
publication advertisements. Ford ad- i of its rugged construction throughout. 
ertisements are constantly orking 
| jor you, bringine direct your  Stong and compact. Easy to operate. Made 
‘ ent and prospective customers a live only of high grade materials. Capacities 
effec e sales message. 
\ | from } to 20 tons. 
. A Write for Catalog 5-B and Discounts. 
Sf FORD CHAIN BLOCK CO 
& DIAMOND STREETS PHILADELPHIA. PA. 
tas VER SEAS REPRESENTATIVE 


PARIS BRUSSELS TURIN BARCELONA RIO DE JANEIRO 


When writing to Advertisers please mention MILL SUPPLIES, 
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Has Opened New Department 


Swank Hardware Company Has Installed Complete Stock of Electrical Supplies 


Swank Hardware Co., Johnstown, Pa., has followed 
the lead of several other mill supply houses of this 
country by installing a new department to deal in elec- 
trical supplies. This innovation was decided upon some 
months ago because of the growing demand for electrical 
wiring supplies and fixtures throughout the territory 
served by the company. Besides the usual line of house 
wiring supplies and accessories, the department will 
act as distributor for several specialties, including a line 
of electric washers, electric fuses and several lines of 
household utilities. 

The Swank Hardware Company is one of the oldest 
mill supply houses in Pennsylvania. It was established 


Swank Hardware Companys 


in 1862 and incorporated in 1908. It is capitalized at 
$1,100,000, and has done an extensive business in south 
central Pennsylvania in general hardware, mill, mine and 
contractors’ supplies, auto accessories, paints and plumb- 
ing supplies. The company has six traveling salesmen, 
‘ach specializing in certain lines. In recent years elec- 
trical items have become more closely allied with the 
hardware and mill supply business, and gradually the 
Swank company has been stocking motors, electric drills, 
ventilators, dry cells, washing machines and_ utilities, 
these items being handled by various departments of the 
business. 

Increasing sales made it advisable to concentrate their 
purchasing under one head with specialized training and 
technical knowledge. It was therefore decided to install 
a complete new electrical department. Charles L. Reese, 
a native of Johnstown, was appointed to manage the new 
department. Mr. Reese has devoted most of his life 
to the electrical business. He gained his practical ex- 
perience with the Cambria Steel Company, installing and 
repairing all types of electrical lines and machinery. In 
1916 he organized the firm of Reese and Bernard, elec- 
trical contractors and dealers, and recently sold his in- 
terest in that business. 

Although the new department has only been operating 
a short time, the company executives are well pleased 
With the results. Manager Reese, commenting on the 
advisability of a mill supply house handling electrical 
Supplies, remarked: “The electrical department fits into 


the mill supply and hardware lines like Miss America 
into her bathing suit.” 

The Swank store is at the corner of Main and Bedford 
streets. The officers of the company are: President, 
Harry Swank; vice-president, C. R. Glock; secretary and 
treasurer, George W. Swank; business manager, Ear! 
Glock. W. C. Lambert is buyer. 

SEEKS HIGHER DUTY ON FILES 
imerican Swiss File & Tool Co. Gives Interesting Data in Appli- 


cation Presented to Tariff Commission 


The American Swiss File & Tool Co., Elizabeth, N. J., 
through its president, P. F. Reichhelm, has filed an appli- 
cation with the United States Tariff Commission for a 
higher duty on Swiss files. The company is particularly 
desirous of securing the higher duties on the smaller 
sizes of files, up to six inches. The petition contains 
interesting information about the company’s experience 
in selling their product both through their former dis- 
tributing agents and through jobber distribution, under 
which it is now operating. 

President Reichhelm in his application pointed out 
that it formerly sold its entire product through a sell- 
ing agency, FE. P. Reichhelm & Co. In 1920 its total 
sales through its agents amounted to $262,968.38, and 
its total overhead at that time was about 8&2 per cent. 
The company decided that it would be greatly to its 
advantage to sell direct to jobbers and therefore became 
its own distributor. This involved the building up cf 
its own sales organization. 

Here is a significant statement contained in the appli- 
cation: “All of this was suddenly imposed upon this 
organization when the business depression reached its 
peak, but we feel we will be better off in the long run to 
sell direct to distributors even though we must tem- 
porarily suffer the penalty of carrying the added selling 
expense, because the signs already have indicated a 
healthy increase in our business.” 

The added selling expense alluded to resulted from 
the fact that just as the time when the change of sales 
policy was inaugurated, the business depression came, 
with a result that the factory was obliged to go on 
part time, sales dropped, and the overhead increased. 

The tariff commission has been investigating the sub- 
ject of Swiss files in this country and it is believed that 
it will soon start an inquiry on this subject abroad. 


Banks Supply Co. Addition 

Banks Supply Co., Huntington, W. Va., is building a 
new brick and steel building, 50x90 feet, adjoining the 
company’s offices on 11th street. When completed, the 
new building will be utilized as a show room for modern 
road building machinery and equipment. The company 
is one of the largest mill and mine supply houses in the 
South. It was established in 1905, and is capitalized at 
$500,000. It carries in stock supplies with an average 
value of $250,000, and its territory includes West Vir- 
vinia, Eastern Kentucky, Southern Ohio, Virginia and 
Tennessee. The officers of the company are: President, 
Thomas F. Bailey; vice-president, Frank Enslow; secre- 
tary, C. W. Johns; treasurer, G. D. Miller. Mr. Bailey 
is also general manager. T. A. Palmer is the buyer. 
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“Eagle” 
ibe MS ‘‘Felthousen” Ball Gauge Cock Flue Cleaner E j e ct ors 
are fast sellers in nearly every industry 


steam pressure 


Work with water or Are you getting yours out of 
this popularity due 

to their great relia- 

bility and non-cor- 


‘‘Felthousen” 
Hand Oil Pump rosive properties? 


Cylinder with 251 lbs.—or Multiple 
Oil Pump over—steam 

pressure, 25 ft. with 50 Ibs. or over—and force 

water 20 ft. at 25 lbs., 50 ft. at 50 lbs. and 100 

ft. at 100 lbs. steam pressure. 


“Sh d” Screw 
Feed Grease Cup Send today fer new cateleg No. 18-5 


Sherwood Manufacturing Company 
1713 Elmwood Ave., Buffalo, N. Y. 


(0 


Gravity ‘‘Sherwood” ENGINEERING- SPECIALTIES 


OilCup Grease Cup 


“Your jobber can get Armstrong Traps for you” 


N a series of big, dominating color ads in 
Power this message is being put across. 
Additional power plant paper advertising is 


pounding it in. Every Jobbing and t] 

mill supply house le 
Are you going to take advantage of this order- should catalog the e: 
producing advertising? When the engineer Armstrong 


comes to you for Armstrongs are you going to 
supply him or will he go to the house down 
the street? 


The engineer recognizes the worth of the 
Armstrong’s inverted submerged bucket prin- 
ciple the moment he reads its description. Now 
we're making it easy for him to buy the trap. 


Get your share! The demand for Armstrongs 
is increasing weekly. Write at once for de- 
tails of the liberal dealer plan, for a trap to 

test, and for the catalog. 


Armstrong Machine Works 
318 Maple St., Three Rivers, Mich. 
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KILL QUPPLIBS 


New Products and Improvements of Interest 


HWeallace Company's Electric Solder Pot, New Williams Method of 


Packing Lace Leather and Hercules Cleaner Included in 


J.D. Wallace & Co., Chicago, have placed on the market 
a new electric solder pot with automatic heat control 
which is said to be particularly adapted for heating 
babbitt, wax and other materials which are slow con- 
ductors of heat. <A special automatic control maintains 
the temperature of the contents of the pot and prevents 
overheating and underheating. This control is an adap- 
tation of the principle used in the steam gauge. A vola- 
tile substance, which is very sensitive to heat, actuates 
a Bourden tube which makes and breaks the electric cur- 


rent, thus controlling the temperature of the pot. The 
pot will accommodate 15 pounds of solder, and will, it is 
said, heat this amount to 600 degrees Fahrenheit in 20 
to 25 minutes. The heat is applied by a 900-watt heating 
element built around the container. The pot weighs 15 
pounds, and operates on either 110 or 220 volts alternat- 
ing or direct current. 


I. B. Williams & Sons, Dover, N. H., announce that 
they have perfected a new method of packing their cut 
lace leather. It is now put up in strong cardboard boxes, 
each box containing 100 feet of lace. Each string is 


enclosed in an oil proof envelope, and then packed in the 
box. The latter is attractively labeled. The new con- 
tainer keeps the lace clean and fresh, and also permits 
orderly storage and attractive display. 


Henry Disston & Sons, Ine., Philadelphia, has placed 
on the market a new inserted tooth circular saw, built on 
an entirely new method of inserted tooth saw construc- 
tion. This new feature, which has been patented, is in 
the method by which holder and point are inserted in 
the blade. Heretofore, holders and points have been 


List 


fitted to the blade in a socket cut on the lines of a circle. 
In this new saw, the teeth are inserted on an entirely 
different principle. The holder is inserted in a socket 
cut on lines of a different circle. The two circles are 
eccentric to each other. This new design is said to pro- 
vide extra throat room. The tooth is absolutely locked 
in place. Only one size of bits is required for the four 
different sizes of holders. The saw is made of special 
steel, recently developed by the company. 


Economy Baler Co., Ann Arbor, Mich., is marketing 
through mill supply houses a new type of waste recep- 
tacle which has several features. It contains two self 
closing doors, which extend over the edge of the body. 
Each receptacle is equipped with a bag container which 
permits easy emptying. The bag is hooked at the four 


corners inside and provided with a draw. cord. It 
desired, water-tight galvanized inside containers or 
laundry bags are furnished. The containers are made 
of heavy reinforced steel with baked enamel finish. The 
patents are pending. 


The W. A. Whitney Manufacturing Co., Rockford, Hkh, 
has added another punch to its line of tools. It is a one- 
hand punch with capacity of '4-inch hole through 16- 
gauge iron. The construction is simple with few parts. 
The opening in the jaw for insertion of metal to be 


punched is, it is claimed, about 1% inch deeper than that 
in other punches. A side gauge governs the depth of 


| 

= 

le 

Pre 
“ 

ih 

== | 

ae 

is 
UMI : 


-Made for maximum service 


not merely the average— 
JENKINS 


MARK 


This Is Your 
Advertising 


Advertisements in publica- 
tions reaching valve buyers in 
your locality; folders and cir- 
culars descriptive of Jenkins 
Valves and their uses; direct 
circularizing; and Jenkins serv- 
ice representatives—all stimu- 
late interest in Jenkins Valves 
and help make sales for you. 


BROS. 


Ne an Boston Philadelphia 
Chic ay London 


FACTORIES Bridgeport Conn. 
Elizabeth. N Montreal, Canada 


RK 


Always marked with the" Diamond" 


> Jenkins Valves 


SINCE co 


Royersford dealers 
always deliver 
on time 


This is part of Royersford Ser. 
vice which extends from the 
Royersford Factory to the 
consumer. 


Royersford dealers know that 
we will go far out of our way 
to help them keep delivery 
dates. They depend upon this 
service whether it involves a 
shaft-coupling, collar, hanger, 
one, a dozen or a thousand 
bearings. 


Something else about Royers- 
ford dealers — they usually 
have complete stocks and all 
sizes. 


So see a Royersford dealer 
first—you'll save time in the 
end. 


Royersford Foundry & Machine Co. 


43 North Sth Street, Philadelphia 


For dealer nearest vou 


see McRae’s Blue Book 


SELLS 


When writing to Advertisers please mention MIL. Suppties. 


QUPPLIES 
the 
pul 
ap 
to 
pla 
| sig 
cle 
fro 
| 4 Th 
La | 
| ice Credit or 
on! 
be. 
| | 
Iss 
in 
ca 
tu 
m 
wi 
\ of 
| ne 
| ri’ 
i co 
| ut 
in 
| 
ra 
ve 
f¢ 
th 
| ~ ( 
b 
0 
h 
b 
ti 
te 
te 


PULL 


the rows of holes from the edge of the metal being 
punched. The front punch-holding lip is cut bevelling to 
a point so that the point of the punch can be readily seen 
to pay out work. 


Pilley Packing & Flue Brush Mfg. Co., St. Louis, has 
placed on the market a new adjustable wire brush, de- 
signed for machine shop, garage and factory use for 
cleaning rust, paint or sand on castings, taking carbon 
from gasoline engines and for other cleaning purposes. 
The brush is designed so that it may be used in any 
drill or lathe. It is made with three parts, a holder, 
an adjusting sleeve and a wire brush. The wires are 
power twisted into the stem. They can be made long 
or short, flexible or stiff by changing the position of the 
adjusting sleeve. When the bristles wear down, it is 
only necessary to insert a new brush in the holder. 


Hercules Chemical Co., Inc., New York, announces 
that it has placed on the market a new branded product, 
a tile and porcelain cleaner, which is designed to meet 
what is believed to be an established demand on the part 
of the consumer for a good porcelain cleaner. The label 


of this new product makes a striking display. It will be 
marketed through the same channels as the company’s 
drain pipe solvent. 


Current Trade Literature 


Christiana Machine Company Furnishes Interesting Data in New Catalog 


Christiana Machine Company, Christiana, Pa., has 
issued a new catalog, 306, which should be of unusual 
interest to mill supply and machinery dealers. The 
catalog not only describes and illustrates the company’s 
turbines, but also gives full directions for the measure- 
ment of streams and contains tables and data for deter- 
mining the correct size of turbine to be used. Ina “fore- 
word” the company calls attention to the increased cost 
of coal as a source of power and the fact that the har- 
nessing of the vast potential energy of streams and 
rivers offers the most effective source of relief from this 
cost. The catalog tells how the smallest stream may be 
utilized for the generation of power. In discussing the 
important factors in connection with the use of turbines, 
the catalog stresses the need of constructing the head 
race sufficiently wide and deep to give it capacity to pre- 
vent the loss of head after the turbine has been running 
for some hours, and the tail race of similar character 
so that it will not cause the water to back up against 
the turbine, with plenty of clearance in the pit under the 
wheel. The following rule is given to determine the 
sizes of the head and tail races: ‘Divide the number 
of cubic feet of water to be used by &5, and the quotient 
will be the area in square feet required in the cross sec- 
tion of the passages.” 


The Standard Pressed Steel Co., Jenkintown, Pa., in a 
four-page circular describes its steel shaft hanger, the 
descriptive matter being captioned, “The Original vs. 
Present ‘Pioneer’ Steel Shaft Hanger.” The company 
first placed this hanger on the market in 1904, and from 
that time until 1914 various changes were made in its 
design, the most important change being the substitution 
of a solid foot for one of hollow construction. No fur- 
ther change has been made in the hanger since 1914. 
The company claims the distinction of being the first 
manufacturer to place a steel shaft hanger on the mar- 
ket. The circular illustrates the points of difference 
between the original hanger and the 1914 design. 


R. B. Field & Co., Worcester, Mass., manufacturers 
of washers and gaskets, have started publication of a 
house organ called “The Mustard Pot.” The first num- 
ber was issued August 15. It is announced as a collec- 
tion of “Japes, jests, jars and jolts, specially seasoned 
to tickle the taste.”” Here’s a sample of the variety served 
to readers: “If coal is scarce and you want to make the 


coming long cold winter short, just put a three months’ 
note in the bank on December Ist...) The company an- 
nounces that it will gladly send a copy to any mill supply 
dealer who may desire one. 


The Hisey-Wolf Machine Co., Cincinnati, has issued a 
32-page miniature catalog briefly describing its complete 
line of products. This has been prepared principally 
for dealers for distribution to their customers, and space 
is provided on the front cover for dealers’ names, which 
the Company announces that it will imprint when = so 
ordered. The page size is 3% inches, making it 
convenient for distribution as a stuffer for daily mail. 
The catalog number is 3027, and it contains condensed 
and practical information about the company’s lines. It 
will be sent to any dealer upon request. 


Schlangen Bros. Co., Chicago, has issued a new cata- 
log of its hose fittings and other brass goods. It con- 
tains 46 pages of illustrations and descriptions. 


Copies 
will be sent to any mill supply dealer on request. 


Century Brass Works, Belleville, IIL, has recently 
issued a supplement to its catalog. “K," and has also 
issued a new catalog, “L,” which lists the company’s 
line of drinking fountains. The company has also been 
distributing a booklet describing its bubbling fountains 
which are designed for factories, mills, offices, schools 
and other buildings. 


The Hill Clutch Co., Cleveland, has recently issued a 
bulletin describing the use of its clutch equipment for 
“running-in” tests of Winton automobiles. It is a four- 
page pamphlet, well illustrated to show the construction 
of the stands on which the tests are made, and the 


-urrangement of the clutch drive. 


Economy Baler Co., Ann Arbor, Mich., has issued a 
24-page catalog of its all-steel balers and waste recep- 
tacles. It has also issued a new price list, which was 
put in effect July 20, 1923. 


The Cokal Stoker Corporation, Chicago, has issued a 
30-page booklet, describing and illustrating its chainless 
stoker, a manually operated mechanical stoker for saving 
coal. In addition to a full-page reproduction of an 
installation made by the company, the booklet contains 
interesting information about the labor saving possibil- 
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METRIC 


Packing of Quality 
The House of METRIC 


Is built on the foundation of honest products, reasonable 
prices, courteous treatment, fair dealings and prompt 
attention to our customers’ needs. 


The name METRIC is your guarantee that you are buy- 
ing honest and dependable packings. 


ORDER BY STYLE NUMBER 


ASBESTOS PISTON ROD AND VALVE STEM 
PACKINGS 

Style No. 40—Ring | High Pressure Rubber Back Piston Rod 
Style No. 41—Spiral {| Packing. 
Style No. 100— Braided Valve Stem Packing. 
Style No. ae Twisted Valve Stem Packing. 
Style No. 190—Ring 
Round Braided Asbestos Packing. 
Style No. 195—Ring } Square Braided Asbestos Packing—Mul- 
Style No. 197—Coil \ tiple Braids. 
Style No. 200—Ring /} Square Braided Asbestos Packing for Ro- 
Style No. 202—Coil {tating Rods. 


RUBBER AND DUCK PACKINGS 


Style No. 60—Plain Rings ) 

Style No. 61—Sectional Rings } Unstitched Plain Expansion. 
Style No. 62—Spiral | 

Style No. 50—Red Core for General Use. 

Style No. 165—High Pressure Combination, Diagonal. 

Style No. 170—Low Pressure Combination, Diagonal 


HYDRAULIC PACKINGS 


Style No. 220—White Friction Hydraulic Plunger Rings. 
Style No. 230—White Friction Hydraulic. 
Style No. 240—Square Braided Waterproof Hydraulic 


FLAX PACKINGS. 


Style No. 321—Square Braided Flax Packing. 
Style No. 322—Square Braided Flax Packing. co 
Style No. 323—Square Braided Flax Packing (No. 1 Jute). 


SHEET PACKINGS 


Style No. 1000— Highest Grade Asbestos Superheat Sheet. 
Style No. 1000—B Second Grade Asbestos Superheat Sheet. 
Style No. 1000—R _ Red Asbestos Superheat Sheet. 
All of above graphited one side or both sides 
when specified. 
Style No. 1010 Red Rubber Sheet. 
Style No. 1015— Red Rubber Sheet with Brass Wire Insertion. 
Style No. 1020- Black Rubber Sheet. 
Style No. 1030— Asbestos Metallic Sheet. 
Style No. 1035— Asbestos—Metallic Sheet Red One Side Gra- 
phited- Other. 
Style No. 1065— Fibre Sheet. For Oil, Gasoline, Benzoile, Etc. 
Style No. 1075— Cloth Inserted Sheet 


GASKETS 


Style No. 1500— Asbestos—Metallic Manhole, Handhole and Tube 
Plate Gaskets 

Style No. 1565— Red Tubular Gaskets. 

Style No. 1580— Gaskets Cut from Asbestos Superheat Sheet. 


Write for our latest catalog 


METRIC PACKING CO., Inc. 
BUFFALO, N. Y. 


Branches 
New York City Pittsburgh Cleveland Detroit Chicago 
san Francisco los Angeles Honolulu New Orleans 


METRIC 


“unjust and unusual test’ 


R. T. Shepard, manager of the 
Shepard Ornamental Iron Works, 
writes of his testing Kester Solder, 
as follows: 

“First the soldering of a steel tape and 
then soldering the handle on an old 
oil can without first cleaning off the 
dirt and grease which had accumu- 
lated. Perhaps the latter was a rather 
unjust and unusual test, but the 
handle stuck all right.” 

That tells our story—all we can add 
is our address, and the suggestion— 


“‘Sample for Test Upon Request”’ 


Sold by live dealers everywhere in one pound coils, in 
cartons, and on one, five and ten pound spools 


Manufacturers 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago 
Direct Factory Representatives: 

THE FAUCETTE HUSTON CO. 
Chattanooga, Tenn. 

LOUIS J. ZIESEL CO. RICHARD F. ELY 


216 Market St. 66 W. Broadway 
San Francisco, Cal. New York City 


KESTER 


Acid Gre WIRE SOLDER 


VIRGIN TIN LEAD 


OnbyHeat? 


When writing to Advertisers please mention MILL Suppties. 
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booklet is an exceptionally attractive one. It was pre- 
pared by Russell T. Gray, advertising engineer, Chicago. 


Armstrong Bros. Tool Co., Chicago, long recognized in 
the mill supply field as a manufacturer of a complete 
tool holder line, drop forged wrenches, clamps and 
ratchet drills, has added to its products and is now mar- 
keting a new and complete line of pipe tools. The com- 
pany has been working on these tools for the past three 
years, and following this long experimental and research 
work now announces that it has started production of 
the tools on a large scale as regular stock items for dis- 
tribution through the supply trade. 

In connection with the change, the company announces 
the publication of a new catalog, B-23, in which are 


listed the company’s complete line, including the new 


pipe tools. This catalog supersedes all previous editions. 
The new tools which are shown therein for the first time 
are stocks and dies, pipe vises, pipe cutters, pipe cutter 
wheels and chain pipe wrenches. 

The stock and die line includes both adjustable and 
solid, also ratchet stocks and dies and triplex stocks and 
dies. The solid dies are made by a_ special process 
whereby alloy tool steel chasers are cast-welded solidly 
into the die body. The chasers are set at the proper 
angle to give the best cutting rakes. They are made 
from a special alloy tool steel and are “backed off.” The 
adjustable dies are also made of special tool steel 
and are “backed off,” and can be adjusted to compensate 
for variation in size of pipe fittings. 

The stocks for adjustable dies are adapted for use 
of any standard die of the adjustable type. The bodies 
are made of certified malleable iron and are machined 
and finished in black lacquer. The handles are finished 
in dull nickel, and the guides are machined both inside 
and out. The stocks for solid dies are made to fit any 
solid pipe die of standard dimensions, and they, too, are 


ities of such devices, and also has a pictorial series show- 
ing the workings of the stoker. Typographically the 


The T. R. Almond Mfg. Co., Ashburnham, Mass., has 
issued three new pamphlets describing and illustrating 
its line of automotive service equipment, including 
chucks, micrometers and gages. 


Has Entered Pipe Tool Field 


aIrmstrong Bros. Tool Co. Announces Additions to Its Line of Products 


of certified malleable iron and are finished in’ black 
lacquer, with handles and name plates of dull nickel. 

In the pipe vise line the company has a complete line 
of hinge pipe vises, both in the heavy duty and the 
standard vises. It also has an open side pipe vise, and 
a chain pipe vise. 

The pipe cutter line includes a heavy duty pipe cutter, 
standard pipe cutter and a 3-wheel pipe cutter. 

The pipe cutter wheels are made of alloy tool steel. 
They are accurately machined, heat treated, hardened 
and oil tempered. The cutting edges are ground to the 
correct form, after hardening. 

The chain pipe wrench is made with forged high car- 
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Avmstrong Bros. Tool Company's Plant 


bon steel handles, drop forged steel jaws and is furnished 
with either cable or flat-linked chains. 

Armstrong Bros. Tool Co. began the manufacture of 
tool holders for use in metal working machine tools in 
1890. The first shop was a one-story frame building, 
16x16 feet, located at 78 Edgewood avenue, at that time 
in the outskirts of Chicago. The company was _ incor- 
porated in 1895. Its tool holders have won the highest 
awards at many international expositions. The entry 
of the company into the pipe tool field presayes a broad- 
ening of its activities, and promises to create widespread 
interest throughout the mill supply field. 

Death of Frederick W. Fleck 

Frederick W. Fleck, secretary of Fleck Bros. Co., 
Philadelphia, manufacturer of plumbing goods and job- 
ber of pipe and supplies, died on Saturday, September 
8, at his home in Merion, Pa., following a short illness. 
Mr. Fleck was born in Virginia in 1869, but has spent 
most of his life in Philadelphia. He was for 15 years 
secretary of Fleck Bros. Co. 
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PAULI IPPLIES 


“To Get the Right Start—Equip with 


Get the 

»>MEDARP 
Wood Split 
PULLEY 
from Stock! 


© What are the sizes, 
regardless of what 


quantities, you want 
shipped TODAY? — 

Wire them —phone them—they'll go off our ware 

house racks and on the cars in a jiffy. 

© You ean always get them from stock, and for a fair 

price, at “Medart’s.” 

IMR. SUPPLY DEALER—We have been engaged tn the 

Pulley business for 40 years, and we know a yreat deal more 

about making good pulleys than many other concerns. 

FOUR POLICY in buildine Wood Split Pulleys is: Cheap- 
ness is suicidal; Products must be the pe: in their class. We 
t puldn’t think of runnin g the slightest risk of impairing the 
vaine of our most valu ct—our G Wall 


Get the ‘MEDART woop SPLUPT PUT LEY from Steck! 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse Offices 
CINCINNATI CHICAGO and PHILADELPHIA 
Shafting, 
Friction Clut che: 
ets, ‘hai n 


xs, ars, Har rs nes, Bearing Supports, 
Iron Pulleys, Steel Rim vys Gearing, Sprock 
tt pe Sheaves, Rope Drives, Be Tichteners, etc. 


Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 


imples 
and 
tronges 
hanger ever made. 
@Note the ball ana 
socket joint. 
Q Hanger can swing in 
any direction. 
@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
Silent Salesman’”’ 


The Penn Engineering Co. 
Philadelphia, Pa. 


Our Line is the recognized standard on 


Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 


STERLING & SKINNER MFG. Co. 


DETROIT, MICH. 


: Crescent Universal : 
Woodworkers 
: OU do not have to cut the price : 
to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
: and are as low as 1s consistent with building . 
strictly high grade wood working equip- 
P ment. Your customers want CRESCENT 3} 
5 quality and are willing to pay for it. Send us | 
: more orders and we will show you that the | 
machines make good. 
Send today for catalog givir 4 = 
ie} saws, iw tables, joi nters, shapers, planers, borers, planer and =| 
5, matchers, swing saws, dick grinder, cut off table, hol hisel | 
5 mortiser, variety wood worker, universal wood work :| 
The | 
cf Crescent Machine Co. 

3) 96 Columbia Street | 
LEETONIA OHIO 


When writing to Advertisers please mention Mitzi Suppiies 
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EXHIBITED AT CONVENTION 
Vany Manufacturers and Dealers Prominent in Mill Supply Field 
Represented at Engineering Exposition 

Many manufacturers prominent in the mill supply 
field were represented among the exhibitors at the con- 
vention of the National Association of Stationary En- 
gineers in Buffalo, September 10 to 14. In addition to 
the manufacturers’ exhibits, the mill supply field was 
represented by four Buffalo mill supply dealers, Buffalo 
Mill Supply Co., Root, Neal & Co., J. H. Ruckel & Son 
and Walbridge & Co. 

The manufacturers included the following: Arm- 
strong Machine Works, Three Rivers, Mich.; V. D. 
Anderson Co., Cleveland; Belmont Packing & Rubber 
Co., Chicago; Joseph Dixon Crucible Co., Jersey City; 
Flexible Steel Lacing Co., Chicago; Jenkins Bros., New 
York; Libbey Glass Mfg. Co., Toledo; Manning, Maxwell 
& Moore, Inc., New York; Lunkenheimer Co., Cincinnati; 
Mason Regulator Co., Boston; Metric Packing Co., Buf- 
falo: National Tube Co., Pittsburgh; Wm. Powell Co., 
Cincinnati; Quaker City Rubber Co., Philadelphia; Re- 
liance Gauge Column Co., Cleveland; Sherwood Mfg. Co., 
Butfalo; Union Steam Pump Co., Battle Creek; Walworth 
Mtg. Co., Boston; and D. T. Williams Valve Co., 
Cincinnati. 

Believes Our Stand Is Right 

The following letter received from a Buffalo mill sup- 
ply dealer is one of many which have been received by 
MILL SUPPLIES since the announcement of the proposed 
changes in the Buyers’ Guide Section of Engineering Di- 
rectory, hereafter to be known as the Mill Supply Buy- 
ers’ Guide: “The writer has noted with interest your 
efforts to work with only those manufacturers who pre- 
fer to market their products through the legitimate job- 
ber, and frankly expresses the opinion that he consid- 
ers this a commendable work. While ours is only a small 
business, we have been sadly handicapped in trying to 
compete with some manufacturers who are trying to 
work this territory with absolute disregard to the job- 
bing trade.” 
New Package Car Service 

The Chicago Association of Commerce has announced 
a new merchandise package car between Chicago and 
Mexico. The new service was started September 26. 
Mixed merchandise will be consolidated into carload ship- 
ments and consigned to a forwarding agent, a customs 
broker for the National Railways of Mexico. This agent 
will care for the shipments and switch them into the 
Mexican custom-house yards for clearance, saving both 
time and money in handling of such packages from Chi- 
cago to Mexican points. The routing is via the Illinois 
Central and Gulf Coast railroad lines, and the Texas- 
Mexican to Lorado, then via the National Railways of 
Mexico to points of destination. 


Vew Schieren Distributor 

J.G. Christopher Company, Jacksonville, Fla., has been 
appointed distributor for products of the Chas. A. 
Schieren Company, New York, manufacturer of leather 
belting and mechanical leather goods. The Christopher 
company is one of the old established mill supply houses 
of the South. Its headquarters are at 416-422 East 
Bay street, and its territory includes Georgia and 
Florida, five salesmen being employed on the road. The 


UPPLLES 


company will hereafter carry in stock a complete line 
of Schieren beltings and will be in excellent position to 
give prompt service in the Jacksonville territory on 
power transmission requirements. 
New Zealand Rubber Market 

New Zealand is an important market for rubber prod- 
ucts, and in spite of tariff preferentials which favor 
imports from British possessions, American manutfactur- 
ers are able to compete successfully in the trade in rubber 
belting, hose and packing, as well in tires, rubber boots 
and druggist’s sundries. In 1922 the value of the rub- 
ber and canvas belting imported into the country was 
£61,517, and of this the United States’ share was £9,565. 


C. H. Carroll Now President 

C. H. Carroll is now president of the Shaw-Kendall 
Engineering Company, Toledo, Ohio, having been elected 
to succeed the late Willard L. Brown, who died Septem- 
ber 7 at his home in Toledo. Mr. Carroll was formerly 
secretary and treasurer of the company. The other offi- 
cers of the company now are: vice-president, R. M. 
Bellman; secretary, EF. M. Brown; treasurer, Howard 
Carroll. The company will continue under the manage- 
ment of R. M. Bellman. 

tor 
Change in J ancouver House 

T. M. Grindley Company, 1158 Homer street, Vancou- 
ver, B. C., has purchased the Vancouver interest of 
Gorman’s Limited, Edmonton, Alberta. The company is 
headed by T. M. Grindley, formerly Vancouver branch 
manager for Gorman’s Limited. The company stocks 
mill supplies. It employs three outside salesmen, and its 
territory includes all of British Columbia, 


No, 5100 Wall Pountain 


his Drinking Fountain for 

Steel Mills, Factories, ete. 
Has 4-stream angle jet projector in heavy 6° 
vitreous china bowl mounted on cast iron 
bracket. 

‘A moderate priced sanitary drinking fountain, 
attractive in appearance and convenient to 
drink from. 
Thousands in use in all parts of the country. 
Worite for catalog and discounts. 
THE HALSEY W. TAYLOR COMPANY 
No. 531 N. Park Ave... Warren. Ohio 


BRANCHES 


New York City Chicago Atlanta 

210 East 45th St. 1702 N. Talman Ave. 322 N. Jackson St 
Philadelphia Denver San Francisco 

5224 Greene St 11 Jacobson Bida. 237 Rialto Bidg 


Boston Kansas City Los Angeles 
46 Cornhill, Room 512 202 Baltimore Bidg. 2131 East Ninth St. 


HALSEY ‘TAYLOR. 
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MULL QUPPLIBS 


VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 


MOORE 


AND 


WHITE 
Friction 


Clutches 


ply Dealer. And 


ity. 


The Business Builders 


ONFIDENCE is 

inspired and 
profits are made by 
the Dealer when he 
serves his customers with 
thoroughly reliable goods. 
Friction Clutches play an 
important part in 
business of the Mill Sup- 


a very easy matter 
handle Clutches that have 


gained a _ reputation 
economy and dependabil- 


“M. & W.” Friction 
Clutches sell easily, as the 


Free Catatocve 


2711 to 2741 N. 


name Moore & White is 
a synonym for good 
wares. In fact, some of 
our Clutches have been 
wearing for 15 to 25 
years and are still holding 
on. 

Now Mr. Mill Supply Deal- 
er, the next time you get out 
amongst the trade, just make a 
special effort to ‘Moore- 
Whiteize” those prospective 
Clutch users whom you meet. 
You've got a first class article 
and a reliable and square firm 
back of you. 


ON REQUEST. WRITE US TODAY. 


THE MOORE & WHITE Co. 


le Makers 
15th St., 


Philadelphia 


HOW TO LOWER YOUR COSTS AND 
MAKE MORE MONEY 


Quicker Plating — Better Finishes, Cleaner Raw 
Material Results From Sand Blasting 


Watts Bros. Tool Works 
Makers f Chucks 
and Patented Tools 
Turtle Creek, Pa. 
“The results we have ob- 
tained from your equip- 
ment have been very sat- 
isfactory and have solved 
all of our problems to a 

nicety.” 


Leiman Bros. Sand Blasting Outfits pro- 
vide an inexpensive means of doing 
work which is now expensive, dangerous 
and not at all satisfactory. They pre- 
pare the surface of all articles that are 
to be plated—prepare it so that the time 
of plating is materially cut down, current 
saved and a more durable plate secured. 
The sand blast also provides an attrac- 
tive finish in matt, satin finish or frosted 
effects on metals, celluloid, fibre, wood 
or other materials. Mention the names 
of all well known and widely advertised 
articles and you have the users of these 
machines. 

Any quantity of production can be 
taken care of rapidly—any shape, size or 
material—we make a number of different 
sizes to ft all conditions. 


LEIMAN BROS. 
Automatic 
CONTINUOUS FEED 


SAND BLAST 


Low price—inexpensive to operate— 

a pail of sand lasts for many days. 

Full Instructions Go With Each Outfit 
(ret Catalog 


NO MATTER WHAT YOU MAKE, CONSULT 
WITH US ABOUT SAND_ BLASTING— 
WE'LL BOTH PROFIT IF YOU DO 


LEIMAN BROS. 


60 Lispenard St., New York 


Makers of good machinery for 35 years. 


When writing to Advertisers please mention Mint Suppries. 
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HULL 
_ RECORDS FOR COAL EXPORTS 
Analysis of Foreign Trade Shows Marked Upward Movement of 
This Commodity During Recent Months = e 
Coal and coke have advanced to second place among Steadily Increasing 
j America’s export commodities, moving trom fourteenth " 
position, as shown in the quarterly analysis of foreign Sales Value 
trade issued by the foreign commerce department of the 
Chamber of Commerce of the United States. This move- 
. ment is disclosed in a comparison ot coal exports during Everv dav marks the establishment of a 
the first six months of the vear with the corresponding anew potential. -in the stead- 
; period in 1922. It gives coal the highest place it has ier : : 
| ever had. ily increasing sales progress made by the 
Automobiles and their parts have taken third place in Clipper Belt Lacer, 
exports, also their highest position, and such commodities 
) as agricultural machinery, copper rods, electric motors, Each individual sale so recorded definitely 
fresh meats, zinc spelter, boards and planks have made belt 
decided gains. Cotton remains secure as the country’s 
most important export commodity. lacing for another customer, 
‘ An analysis of the movement of goods to countries 
shows that Argentina bought from the United States 31 This constantly increasing sales volume, a 
per cent more than a year ago and took ninth place result of the growing demand for Clipper 
: among the country’s foreign customers; that Canada Belt Lacer lacing efficiency, is the result of 
purchased 33 per cent more and Cuba 61 per cent more. eee ‘ 
“As compared with the average exports for the five the satisfaction engendered throughout 
years just preceding the war (1909-1913) refined copper many years of service, 
was off 20 per cent; steel rails were off 41 per cent; iron a 
pipes and fittings were off 11 per cent; iron wire was It is because of this customer confidence 
, down 7 per cent; nails had dropped 28 per cent,” it says. that Mill Supply Dealers in. general in- 
“Exports of raw cotton were off 5&8 per cent; oats 45 per 
cent; hay & per cent: oleo oil, 10 per cent, and kerosene stinetively think and talk Clipper Belt 
23 per cent. Lacers to inquiring customers. 
“However, even among commodities showing recent 
declines 13 out of 23 are still above prewar levels. The 


emese grains generally are ahead of prewar quantities. Wheat CLIPPER BELT LACER CO. 
exports even for the first half of 1923 were 57 per cent a F , 

—— above prewar—the faltering nature of the European Grand Rapids, Mich. 
demand and the low price of the grain are the sore spots 

ND here. Although corn exports have been falling, they are 

still 79 per cent above prewar. Wheat flour, showing a 

downward tendency since the war, is still 33 per cent 

above prewar exports. Rice, canned milk, malt, and 


Raw sugar are other foodstuffs showing recent declines but 
still strikingly above prewar levels. 
. pro- “On the import side, every one of the first 6 months Anyone can lace a belt with the 
— of this vear showed heavier values than a vear before. my e 
pre- Values of sugar imports were up $113,000,000, although a | 
pce tonnage was down 21 per cent below the first 6 months 
— of last year. Crude rubber increased $68,000,000, and 
trac- increased nearly 40 per cent in actual import tonnage. 
= Raw wool increased $76,000,000 in value and nearly 82 
ames per cent in actual import tonnage. Argentina rose from 
— twelfth to seventh place among our suppliers, an increase 
in dollars of from 34 million in 1922 to 80 million in 
* pn 1923, or 135 per cent. Our total purchases from South 
erent @ America were 71.5 per cent greater than a vear ago. ‘ 
7 Another striking rise in our import list was made by 
7 Straits Settlements, jumping from tenth place in 1922 GUARANTEE 
97 to fifth place in 1923, with values jumping 100 per cent, Every Chipper Belt Lacing 
) <+3> 30 day's trial it does not 
do all that is claimed for 
Italy as Industrial Market and is not entiely satisfac 
utfit E tory, it may be returned with- 


The Department of Commerce reports that “the Italian 
SULT market is worth the attention of American machinery 


out expense; and with the 
further understanding that 


NG— it will be kept in repair free 

0 manufacturers, but it will be necessary for them to study A change by the: manatee. 
the field, the competition, and the type of machinery most poner ncn So 
suitable for use in that country, from all angles as it enctailvely wutirk: 

‘ork affects their particular type of equipment.” — Italy 

a imported 50.1 per cent of her machinery in 1922 from 

a Germany, and but 7.4 per cent from the United States. 
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Selling 
Power 


Back of the individual efforts of the mill 
supply men lies the tremendous selling power of the 
produet itself. 


This selling power is dependent upon the tested quality 
of the product and the manufacturer's efforts to make his 
produet known and consequently break down sales re- 
sistence for the jobber. 

That is why we take pride in our continued association 
with the oldest and most suecessful mill supply houses. 
because we have a definite plan of co-operation. Can 


yell (én if! Tanners, 


a 
/ Vain Office and Factory 


Lo es ats J 42 Ferry Street, New York, N. Y. 


we help vou? 


writing to Advertisers please mention Mitt 
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PERSONALS 


Ik. S. Rooney, for the past 17 years Pittsburgh district 
sales agent of The Youngstown Sheet & Tube Company, is 
now back in his old home city, Cincinnati, having been ap- 
pointed manager of a new district sales office which has been 
opened by the Youngstown company. He has opened an 
office at 1004 Union Trust building, and his territory will 
include the lower half of Indiana, lower section of Ohio and 
all of Kentucky. Mr. Rooney has a wide acquaintance among 
mill supply men. He was chairman of the publicity commit- 


E. Roone 


tee for the triple convention held in Pittsburgh a few years 
ago, and served an additional term in a similar capacity for 
the American Supply & Machinery Manufacturers’ Associa- 
tion. Mr. Rooney, his wife and their children were all born 
in Cincinnati, where they have a host of old friends. It is 
interesting to note that Mr. Rooney was the man who opened 
the Pittsburgh district sales office for the Youngstown or- 
ganization. His successor in the Pittsburgh district is Glen 
W. Christopher, formerly salesman in the Chicago district. 

W. T. Keller has been elected vice-president of the EB. H. 
Welker Co., Detroit, dealer in machines, tools and supplies, 
and manufacturers’ agent. 

Leon W. Graham has been elected assistant treasurer of 
the Greenfield Tap & Die Corporation. He had been pay- 
master of the company for the past 13 years. 

A. F. Stadler is now manager of the Wichita Falls, Texas, 
branch of the Frick-Reid Supply Co., Pittsburgh. He suc- 
ceeded J. N. Hall, formerly manager of the branch. 

J. W. Osborn, of The Joyce-Cridland Company, layton, 
Ohio, has been appointed chairman of the educational com- 
mittee of the National Association of Purchasing Agents. 

Malcolm H. Carpenter is now manager of the EF] Paso, 
Texas, branch of The Mine and Smelter Supply Co., Denver. 
He succeeds J. L. Harman, who has severed his connections 
with the company. 

Clarence F. Tyrrell has resigned as assistant treasurer of 
ie Reeves Pulley Company, Columbus, Ind., and intends to 
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remove to California. He has been connected with the Reeves 
organization for the past 15 years. 

Eugene L. Beisel has been appointed New York and Penn- 
sylvania representative of Charles H. Besly & Co., Chicago, 
and will make his headquarters at 79 Norwalk avenue, Buf- 


falo. He was formerly connected with the Reeve-Fritts Co., 
Chicago. 
H. S. Demarest, of Greene, Tweed & Co., New York, was 


recently honored by the Polish Government with the deco 
ration of the Polonia Restituta in recognition of his efforts 
in developing trade relations between the United States and 
Poland. 


Allan C. MeKinney, sales manager of the Stanley Works, 
New Britain, Conn., was recently presented with a gold 
watch on the occasion of the 25th anniversary of his service 
with the company. President C. F. Bennett made the pres 
entation. 

George C. Whittaker has been appointed by the Cleveland 
Crane & Engineering Company, Wickliffe, Ohio, as sales 
manager of the tramrail division in the Philadelphia district. 
He is making his headquarters at 2401 Chestnut street, Phil 
adelphia. 

J. i. Hauser has been appointed distriet manager of a 
new oflice opened by The United States Electrical Tool Co., 
Cincinnati, at 110-112 11th street, Toledo, where the com 
pany will carry a large stock of tools and parts and will 
maintain a service station. 

W. S. Leonard, formerly sales manager in China for the 
United States Rubber Export Co., is organizing a business 
as manufacturer’s agent to represent American manufactur 
ers of hardware, rubber and leather goods in China’ and 
Japan, with headquarters in Shanghai. 

S. G. Eastman, formerly district sales manager of Niles 
Bement-Pond Company at San Francisco, has been appointed 
Chicago district sales manager to succeed George F. Mills, 
retired. Mr. Eastman was until 1915 district sales man 
ager in Chicago for the Pratt & Whitney Co. 

John A. Denholm has been appointed general sales man 
ager of the combined sales forces of the American Wire Fab 
rics Corp. and the Wickwire-Spencer Steel Corp., and is mak 
ing his headquarters at 41 East Forty-second street, New 
York. The change became effective September 1. 

George C. Bannon and Arthur M. Suit, formerly with the 
Austin Machinery Co., Toledo, have resigned from that com 
pany and have formed the partnership of Bannon & Suit 
to act as distributors of contractors’ machinery and supplie 
throughout the South. They will make their headquarters 
at Raleigh, N. C. 

Olaf E. Oleson, who resigned recently as president of the 
Edward Valve & Mfg. Co., East Chicago, Ind., has been suc 
ceeded by W. W. Crawford. Mr. Oleson has been elected 
president of the Continental Valve & Equipment Co., 80. [. 
Jackson boulevard, Chicago, manufacturer and dealer in high 
pressure valves and fittings. 

Henry J. Bailey, formerly vice-president of the Consoli 
dated Machine Tool Corporation of America, has been elected 
president to fill the vacaney caused by the death of Waldo 
H. Marshall on August 23.) Mr. Bailey was president of the 
Hilles & Jones, Wilmington, Del., which was one of the 
companies merged into the Consolidated corporation. 

Walter A. Deems, for the past 10 years master mechanic 
of the Baltimore & Ohio Railroad’s New York terminals and 
the Staten Island Rapid Transit Company, with headquar- 
ters at Tompkinsville, Staten Island, has been appointed 
representative of the machine too! department of Manning, 
Maxwell & Moore, Inc., in the New York district. He will 
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SUP PL UBS 


PICKERING GOVERNORS 


ARE A GOOD LINE TO HANDLE 
BECAUSE OF 


1. Popularity with Trade. 
2. Many styles produced. 


3. Service rendered sells 
more. 


4. An enclosed model 
now available for 
Gasoline Motors. 


9. Stocks of more popu- 
lar sizes carried in 
all larger cities. 


Steam Type 


Have you any of our new booklets 
for distribution? 
Wee have both for Steam and Gaso- 


line Engines, so advise kind most 


appropriate with your clientele. 


THE PICKERING GOVERNOR CO. 


PORTLAND, CONN. 


DO YOU WORK UNDER 
HIGH PRESSURE? 


That’s what our Radiators do! 


You will find them used on all marine and 
plant work up to 125 pounds. 80 years on the 
market. All sizes and heights. 


Send for Our Circular 


NASON MANUFACTURING CO. 
71 Fulton St., New York 


NASON 
HIGH 
PRESSURE 
VERTICAL 
TUBE 
RADIATOR 


DIXON 


Graphite 
Cup Greases 

do not — the heat 
ot trictio to make the 
. oils avail lable but begin to 

lubricate as soon as they reach the bearing surfaces 
They combine the superior lubricating qadities o best 
mineral oils with the simplicity and economy ot nan grease. 
Recommend it to your customers for use about their plants on 

all machinery 
Write for Circular 71-R and prices 


X R CIBLE 
JOSEPH DIXON CRUCIBLE CO. 


GROUND 


+ 
TURNED 


and POLISHED 
All of Rolled, Forged, Heat- SHAFTS 


Treated and Alloy Steels 


Carried in stock at: 

Baltimor Ma Addison Clarke & Bro 
Bostor Mass T Ward's Sons Co 
Burt Mont Western Fron Works 
rt Steel Supply Ce 
‘ (>) The Steel Co. 
\ Mee ad 
Pent Ty Sa Machin Co 
Mur i Canada Drummond, Met 1 & ¢ Ltd 
New City Edzar To Ward's Sons Co. (Newark) 
i Pa. Charles Bond Edgar T. Ward's Sons Ce 
Port (sre Mews & Gerttfried Co 
San tu Meese & Gotttr 14 
Was! M & ¢ 
T Can Met's ¢ Ltd 

sales Agents: 
‘ 2 Ww. W w St Svra x. 
Al 17 Engineers Bid Cleveland, Ot 
t \. Fiseher, 401 Reynolds Bids Fr Wortt Texa 
F. ¢ Giebel, 52 Vanderbilt Ave., New York Citys 


CUMBERLAND STEEL CO.,, Cumberland, Md. 


When writing to Advertisers please mention MILL Su peLirs. 
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on 


make his headquarters at the company’s general offices, 100 
East 42nd street, New York. 

Raymond P. Van Camp has been elected president of the 
Van Camp Hardware & Tron Company, Indianapolis, to suc- 
ceed the late Cortland Van Camp. C. J. Prentiss, formerly 
assistant secretary of the company, C. B. Crepts, formerly 
assistant treasurer, and Mrs. E. Van Camp Martindale 
elected vice-presidents. A. B. Caldwell was reelected secre 
tary and treasurer, and G. E. Varney, assistant 
was given the additional duties of assistant treasurer. 

Bert T. Bechtel, formerly of the Mark Manufacturing 
Company, is the new Chicago district sales mar 
Youngstown Sheet & Tube Company, wit! idq ( ! 
the Conway building, Chicago. His a tant is F. A. 
Lathrop. Another recent appointment in the o 


were 


secretary, 


wer of 


is that of W. H. Bruce, formerly connected 1 e M 
Manufacturing Company, who is now district sales agent to 
Louisiana, Alabama and Mississippi, with headquarte 


701 Maison-Blanche Annex, New 


Oliver A. Lanchantin, 
burgh office of Oliver Brothers, Inc., New York, buye 
jobbers, has resigned to accept a position as genera 

manager for the Eastern Steel Products Corporation, Spri 
City, Pa. His resignation becomes effective October 1. He 
will make his headquarters thereafter in the Widener buil 
ing, Philadelphia. Mr. Lanchantin 
Oliver Brothers, Inc., in 1913. 
connected with that company’s 
after 


Orleans. 


since 1921 manager of the Pitt 


became connected wit! 
From 1915 to 1918 he 

Pittsburgh office, and late 
receiving his discharge from the army became mit 


ager of the company’s New York office. Mr. Lanchantin 
had charge of purchases of all iron and steel and heavy 


hardware for the company during the past three years. 


FACTORY ADDITIONS 
The Garlock Packing Co., Palmyra, N. Y., plans to build 
additions at an estimated cost of $550,000, 
The Savannah Co., Savannah, Ga., plan 
to its plants at an estimated cost of $500,000, 
The Lakeside Malleable Casting Co., Racine, Wi 
ing a foundry addition which will cost $75,000, 


Gas extensions 


is build 


The city of Detroit plans to build an addition to it 
pal power plant at an estimated cost of $1,000,000, 
The Oakville Pin Co., Oakville, Conn., is building a two 
story factory addition at an estimated cost of 45,000. 
The Auto Specialties Mfg. Co., St. Joseph, Mich.. 
ing a factory addition at an e-timated cost of S200,000, 
The American Can Co., Seattle, Wash., plat to 
a four-story addition at an estimated cost of S2Z00,000. 
The Cadillac Motor Car Co., 2060 Clark Detroit, 
will build a foundry addition at an estimated cost of S500,000, 
The Belle City Malleable Tron Co., Racine, Wis., plan 
to build a foundry addition at an estimated cost of S1LO0,000. 
The Davol Rubber Co., Providence, R. I., 
three-story factory addition at an estimated 


munic 


build 
bu Id 


treet, 


plans to build a 
cost Of 

The Penn Yan Boat Co., Penn Yan, N. Y., plan 
a two-story addition to its plant at an e 
S60,000, 

The Hudson Moter 
story addition on 
S100, 000, 


to build 
timated cost of 


Car 
Conner- 


Detroit, is 
avenue at ane 


Co., building a 


<timated co of 


one 


The Reading Rubber Co., Carsonia avenue, Reading, Pa., 
plans to build an addition to its plant at an estimated cost 
of S80,000,. 

The Annapolis & Chesapeake Bay Power Co., 
Md., will make extensions in its plants at an e: 
of S200,000. 


The Wabash 


Annapoli 
timated co 


Railroad Co., St. Louis, is building an add 


tion to its repair shops at Decatur, IT, at an estimated co-t 
of $175,000. 

The American LaFrance Fire Engine Co., Elmira, N. Y., 
plans to build a two-story factory addition at an estimated 
cost of S80,000. 

The Pennsylvania Sugar Co., Delaware avenue, Philadel 


hia, is building an addition to it 
cost of S200 .000, 


refinery at an estimated 


The Cutler Ice Co., Front street, Binghamton, N. Y., plan 


to build an addition to its ice manufacturing plant at an esti- 


mated cost of $50,000. 


QUPPLLES 


The Wilcox-Crittenden Co., Middletown, Conn., is building 
a three-story addition to its hardware 
mated cost of $45,000. 

The Chicago Steel & Wire Co., 103rd street and 
avenue, Chicago, plans to build a factory 
mated cost Of SSU,000, 


factory at an esti 
Torrence 
addition at an esti- 
The York Mfg. Co., York, Pa., manufacturer of refrigerat- 
ing machinery, plans to build plant exten 
mated S1L50,000, 
The Consolidated Gas, Electric Light & Power Co., Lexing 
ton building, Baltimore, plans 
~ 1.200 000, 


ions at an esti- 


cost of 


extensions at it plants ata 


“Ost OL OVE 


The Fir Tree Lumber Co., Olympia, Wash.. plans to rebuild 


miil and power house destroyed by fire September 8 with 
estimated at S250,000, 

ihe Super-Heater Co., Railroad avenue and lolst street, 
Mast Chicago, Ind., plans to build a one-story addition at an 
estimated cost of S75.000. 

The Union Sash & Poor Co., Cape Girardeau, Mo., plans to 
ebuild its plant 


ire recently with 
estimated at 


The Kelvinator Corporation, 2051 Fort treet, Detroit, ha 
tarted construction of a three-story addition which, it is 
estimated, will cost S85,000, 


he Great We 


treet, San 


-tern Smelting «& 


Retining Co., 75 
Francisco, plans 


to build a 


Folsom 
one-story foundry at 
timated cost of 875,000, 
Seng Co., 1440 Dayton 

building a two 


<S0.000, 
er Co., Nogale 


treet, Chicago, manufacturer 
of hardware, is tory addition to its factory 
at an estimated cost of 


The Southern Arizona Pow \rizona, plan 


to use a portion of a recent bond issue of S675,000 for ex 
tensions in its electric power plant 
The American Aluminum Co., 305 South Seventh street, 


St. Loui 


may rebuild the portion of works destroyed by 
recent fire with ito estimated at 
Pittsburgh Malleable Tron Co., Pittsburgh, plans to build 
a one-story addition to its plant at Thirty fourth and Smatl 
man streets, at an estimated cost of S1o0,000, 
Lewistown Motor Co., Lewistown, plans to build 
machine shop to replace the one ce oved by fire recently. 
The estimated cost of the new <hop is S60j000, 


The Keltner 
the portion of its mi 


Mining Co., 


Picher, Okla... plans to rebuild 
and power house whieh was destroyed 


by fire reeentiy with lo cxtimuted at S100 00, 

The Pelton Water Wheel Co., Nineteenth, Florida and Ala 
bama streets, San Francisco, plans to build a two-story fae 
tory addition at an estimated cost of S1O0,000, 

The American Bra-s Co., Military road, ButTalo, will build 

foundry addition and will make improvements in its pre 


ent plant at an estimated total cost of 


Beverage & Ice 


STOO 000, 


The Hydrox Cream Co., Lake Park av 


enue, Chicago, plans to build an automobile -erviee building 
for company trucks at an estimated cost of S50,000, 

The Crisp County Lumber Co., Cordele, Ga., plans to re 
build its plant and house whic y pat 
t ally ale troved by fire ith lo ‘ 


The Bratlie Brothe: Mill Co., Ridgefield, plan 
to rebuild its lumber mill hich was reeentiy de-troved by 
fire. The estimated expenditure for rebuilding is 150,000, 

The Shenango Furnace Co., Oliver building, Pittsburgh, 1 
rebuilding its machine hop at Sharpsville, Pa., hye 


recently destroyed by fire with loss estimated at So! 


The Planters Nut & Chocolate Co., Suffolk, Va... plans to 
build factory additions at an estimated cost of £250,000, It 
vill include cold-storage and an ice-manufacturing plant. 


The I). O. James Mfg. Co., 1120 West Monroe street, Chi 
capo, | building a three-story factory addition at an esti 
mated cost of S50,000. The company manufacturers cut 
veal 

The Nickel Plate Railrond Co., Cleveland, plans to build 
additions to its Ne York, Chieago and St. Louis line’s loco 
motive shops at Frankfort, Ind., at an estimated cost of 

The Peerle Sand Co., Oliver building, Pittsburgh, plan 
to rebuild it plant at Cheswick, Pa., whiel vas recently 
destroyed by fire with loss estimated at $90,000, The new 


plant will 
chinery. 


require digging, conveying, loading and other ma- 
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ALLEN 


the 30’. stronger hollow screu 


30°; extra strength over broached hollow screws 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien 
tifically according to size and style of point. 


The Allen process m 


akes deep, perfectly formed socket-holes, 


with no chips in entire length of the 


“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from '; to 
1',” diameter; any length, point or thread Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 


Wrenches—Allen 


re 
proce 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 


Hilts 


SUPPLIES 


S Million Miles 


at 45 miles an hour is a long tough distance to carry 
a 650 to 700 H. P. load. 

This Edward R. Ladew Co. “Centennial Belt’ 60 inches wide 
and 187 feet long turned out the above record between 1876 
and 1902, after which it was returned to the Ladew factory to 
cut into one 36 inch section and several smaller ones. 

The 36 inch section after more than 5 miliion additional miles 
is still going strong. 


This is a record to which the Ladew dealer can refer with pride 


EDWARD R. LADEW CO.. Ine. 
New York 


128 Broadway. 
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Mastering Competition 


Exclusive features are the talking points which help to overcome 
competition and make profitable sales. 


Madesco Tackle Blocks 


have many such features—countersunk nuts and cotter pins, which 
secure the sheave pin permanently; wrought steel straps and 
fittings, which are far stronger than ordinary malleable iron; selected 
steel hooks, which, by actual test, sustain weights far greater than 
would be put upon them. 


Without these exclusive features, sales-driving is hard work; 
with them it is easy. 


Study your catalog and order a stock of Madesco Tackle Blocks. 
They will sell—and they will push the sale of other lines, such as 
rope, ladders, paints and allied lines. 


MARINE DECKING & SUPP. cd. 


Tackle Block Department 


Factory and Sales Offices 


EASTON, PA. 
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HULL 


The Southern Pacific Railroad Co., San Francisco, plans 
to build a freight car repair shop at Brooklyn, Oregon, and 
additions to other shops at an estimated cost of $1,000,000. 
The work will include a $600,000 locomotive shop and ma- 
chine shop additions at Los Angeles. 


NEW FACTORIES 


The American Briquet Co., Lykens, Pa., plans to build a 
new plant at an estimated cost of $350,000. 

The Eugene Strauss Cabinet Co., Louisville, Ky., is build- 
ing a new factory at an estimated cost of $250,000. 

The Martin Pulp & Paper Co., Norwood, N. Y., is building 
a new paper mill at an estimated cost of $150,000. 

The Board of Works, Jackson, Mich., plans to build a new 
waterworks plant at an estimated cost of $400,000, 

The Michael & Ferguson Hardware Co., Paducah, Ky., will 
build a new factory at an estimated cost of $150,000. 

C. W. Grindell, Medina, N. Y., plans to build a new ice 
and cold storage plant at an estimated cost of $60,000. 

Morton Jones & Co., Asheville, N. C., plans to build a 
foundry and machine-shop at an estimated cost of $55,000. 

The Houde Engineering Corp., Buffalo, will build a fac- 
tory on Northland avenue at an estimated cost of $100,000. 

Archer’s Laundry, Howard. and Mulberry streets, Balti- 
more, Will build a new plant at an estimated cost of $500,000. 

The Woodland Piston Co., Muskegon, Mich., is building a 
new plant on Lake Shore drive, the first unit to cost $30,- 
000, 

The Kansas City Southern Railway plans to build a car 
repair shop at Shreveport, La., at an estimated cost of $160,- 
000, 

The Riverside Fibre & Paper Co., Appleton, Wis., is build- 
ing a new paper finishing mill at an estimated cost of $300,- 
000, 

The Excelsior Laundry Co., 222 North Alabama street, In- 
dianapolis, will build a new plant at an estimated cost of 
$300,000, 

The Jordan Baking Co., Topeka, Kansas, will build a three- 
story and basement baking plant at an estimated cost of 
$100,000, 

The Blue Ridge Mica Co., Winston-Salem, N. 
build a power house and plant at an 
$250,000, 

The City of Macon, Ga., will build a new high school 
to contain a large mechanical shop, the estimated cost being 
£400,000. 


C., plans to 
estimated cost of 


The Cobb Canning Co., Cobb, Wis., is building a new vege- 


table preserving plant which, it is estimated, will cost 
$100,000. 

The Louisville Petroleum Refining Co., Louisville, Ky.. 
plans to build a new refinery at an estimated cost of 


$300,000, 


The Castile Mining Co., Ramsay, Mich., plans to build a 
new machine and a power house at an estimated cost of 
$400,000, 

The Pennsylvania Railroad Co., Pittsburgh, plans to build 
new repair shops at Sharpsburg, Pa., at an estimated cost 
of $100,000. 

The Penn Public Service Co., Vine street, Johnstown, Pa., 
plans to build a two-story service building at an estimated 
cost of $75,000. 

The Holsum Baking Co., 1802 Hooper street, Los Angeles, 
plans to build a new modern baking plant at an estimated 
cost of $115,000. 

Purdue University, Lafayette, Ind., plans to build a new 
electric equipment and instruc*’on building at an estimated 
cost of $100,000. 

The Polar Wave Ice & * 
Louis, plans to build a new 4), 
mated cost of $175,000. 

The Pacific Gas & Electrie Co, 445 Sutter street, San 
Francisco, will build a new elertyrjg power plant at an esti- 
mated cost of $250,000. 


3626 Olive street, St. 
_ Decatur, Il., at an esti- 


a 


The Dixie Consolidated Graphite ©o., Birmingham, A, 
plans to build a new plant at Chattaooga, Tenn., at an e. .1- 
nated cost of $250,000. 


The Ohio River Edison {9., Sha ron, Pa., plans to build a 


new electric generating plant at Toronto, Ohio, at an esti- 
mated cost of $1,000,000, 

The E. Robinson Co., Princeton, Ind., will install a machine 
shop in a new service station which it plans to build at an 
estimated cost of $30,000. 

The American Laundry Co., 3338 Seventeenth street, San 
Francisco, will build a new plant and power house at an 
estimated cost of $100,000, 

Mauch Chunk, Pa., will have a new manual training school 
in connection with a new high school, to be erected at an 
estimated cost of $100,000. 

The St. Joseph Railway, Light & Power Co., St. Joseph, 
Mo., plans to build a new electric generating plant at an 
estimated cost of $1,000,000, 

J. W. Evans, East Morgan street, Raleigh, N. C., plans to 
build a two-story machine shop at Blount and Morgan streets 
at an estimated cost of $50,000. 

The Harbison-Walker Refractories Co., Pittsburgh, is said 
to be planning to establish a branch plant in Bessemer, Ala., 
at an estimated cost of $500,000. 

The Daniel Boone Woolen Mills Co., 17385 Diversey park- 
way, Chicago, plans to build a new mill at Davenport, lowa, 
at an estimated cost of $275,000. 

The Excelsior Co., Smartsville, Cal., plans to construct a 
large power and irrigation plant which, it is estimated, will 
entail total expenditures of $25,000,000. 

C. O. Allen, Greenville, S. C., will install a machine shop 
in his new three-story automobile service building whieh will 
be built at an estimated cost of $75,000, 

The Oliver Motor Co., West Palm Beach, Fla., will build a 
new on*-story service building at Third street and Railroad 
avenue, at an estimated cost of $65,000. 

The Ice Service Co., 68 Ninth avenue, New 
ing a new ice-manufacturing plant at 515 
street at an estimated cost of $1,000,000. 

The I. M. Lea Co., Main and Twentieth streets, Rieh 
mond, Va., plans to build a two-story factory to manufacture 
wood boxes. The estimated cost is $250,000. 

The New York Central Railroad Co., New York, has 
awarded contracts for a new repair shop to be built at Sel- 
kirk, N. Y., at an estimated cost of $100,000, 

The Montclair Ice Co., Montelair, N. J., plans to start at 
once on the construction of a one-story ice-manufacturing 
plant which, it is estimated, will cost $100,000, 

The Natural Rock Asphalt Co., Brownsville, Ky., plans to 
build a new plant and power house at an estimated cost of 
$150,000. The company is capitalized at $550,000, 

The Becker-Hoffman Service Co., 250 Franklin street, Buf- 
falo, plans to build a new automobile service building to in- 
clude a machine shop, the estimated cost being: 885,000. 


York, is build- 
West Fortieth 


The Ontario Paper Co., Thorold, Ontario, plans to build a 
new paper mill and power plant on Little Ishind, North 
Tonawanda, N. Y., at an estimated cost of $2,000,000, 

The National Gold Arsenie Corporation, 25 West Forty 
third street, New York, plans to build a new plant and a 
power house in Georgia at an estimated cost of $200,000, 

Basil & Hutchins, Tremont and Camden streets, Boston, 
plan to install a machine and repair shop in a new service 
building which will be built at an estimated cost of $55,000. 

Henry Ford is reported to be considering the erection of 
a large steel plant near New Kensington, Pa., where he has 
just renewed an option on a site containing about 620 acres. 

The Baltimore & Ohio Railroad Co. plans to build new 
construction and repair shops for locomotive and car work 
at East St. Louis, Ill, at an estimated cost of $1,750,000. 

I). Bridges, Florence, S. C., plans to build a factory at 
Greenville, S. C., to manufacture textile machinery and_re- 
pair parts, the estimated cost of the project being $100,000. 

The Whiting Railway Motor Car Co., Tampa, Fla., plans 
to build new works to manufacture railroad cars to operate 
by gasoline motors. The estimated cost of the plant is $90, 
O00, 

The R. W. Hartnett Co., 1010 Race street, Philadelphia, 
plans to build a three-story factory at an estimated cost of 
$70,000. The company manufactures printing equipment and 
supplies. 

W. H. Hutchins & Son, 2101 Walnut street, Chicago, man- 
ufacturers of bottlers’ supplies, will build a new two-story 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


Known the World Over as the 


“V-B” Belt 


For 
. 
Transmission, Conveying and 
Elevating 
The Very Best Balata Belt Obtainable, 
We also Manufacture 
y Special and Ampere Canvas Stitched Belt- 
—_ ing and the Victor Endless Thresher and 


Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 
167 N. Market st. 


Factories: 
Easton, Pa. 


STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. Chicago 


GARGO 


ASBESTOS PRODUCTS 


Including Garco Asbestos Brake Lining 
Ring epak and Asbestos Textiles of 
every description. 


General Asbestos & Rubber Co. 
Main Offices & Pactories: 
CHARLESTON, ©. 

New York, ¢ Puttsh 


Cuts the Mill 
Steam Cost 


Davis Pressure Regulators give 
the low cost of low pressure steam 
reducing the fuel bill and increas- 
ing boiler efficiency. 


G. M. Davis Regulator Co. 
108 Milwaukee Avenue 
Chicago, Illinois 


WAVLS VAIGW IE 


STEAM SA 


“SUPERIOR PULLEYS 
ARE THE BEST” 


For Motors, High Speed, 
and 
Heavy Duty Machines 


Our new Jobber’s proposition makes possible a Better Profit 
for the dealer. Write today for “Bulletin A” and secure 
the “SUPERIOR” for your territory. 


SUPERIOR PULLEY CO. 
17 South First St., St. Louis, Mo. 


ASBESTOS PRODUCTS COMPANY 


MANUFACTURERS OF 


ASBESTOS CEMENT 


PROMPT SHIPMENTS 
CARLOAD OR LESS 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 


LUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 


The Heaviest Car Can’t Stand Still. 


when pressure is applied to one of its wheels by one 
man with an ATLAS CAR-MOVER. Compound 
leverage give it great strength. Note in illustration at 
left how the spurs grip the rail. The more pressure 
applied at the handle, the harder the spurs grip the 
rail. Guaranteed materials. 
Join our class of SATISFIED DEALERS. It 


means repeat orders and easy profits. 


APPLETON CAR-MOVER CO. 


Appleton, Wis. 
= 


No Weight 


Too Creat 


for the Atias 


© VARANTEE 
Duplicate of any casting 
broken jn ordin’ty use 
within sey month? from 
date of i 


voice, will be 
replaced 


cee of chirge. 


When writing to Advertisers mention Suppties. 
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P LLES 


tactory at Hoyne avenue and Lake street, at an estimated 
cost of $45,000. 

The Department of Plant and Structures, New York City, 
plans to build a large central machine and repair shop for 
city automobiles and trucks, the estimated cost of the project 
being $3,500,000. 

W. H. Linford, Niagara street and Hertel avenue, Buffalo, 
will build a two-story and basement automobile service sta- 
tion to include a machine shop. The estimated cost of the 
project is $85,000. 

The Studebaker-Riley Co., Twenty-first street and Grand 
avenue, Kansas City, Mo., plans to build a new service sta- 
tion to include a machine shop, the estimated cost of the 
project being $250,000. 

The Metalweld Service Corporation, 1435 North Thirty- 
first street, Philadelphia, plans to build a new factory on a 
site which was recently purchased for $60,000 at Hunting 
Park avenue and Fox street. 

Judson L. Thomson Mfg. Co., South street, Waltham, 
Mass., is building a three-story machine shop and general 
manufacturing plant at estimated cost of $100,000. The 
company manufactures rivets and machinery. 

The Multi-Metal Co., 251 West Nineteenth street, New 
York, plans to build a new plant on 139th street near the 
Southern boulevard, a site having already been acquired. 
The company manufacturers wire and screen cloth. 

Samuel S. Glauber, 242 East Seventy-ninth street, New 
York, manufacturer of pipe and plumbing supplies, has 
awarded the contract for a new two-story plant to be erected 
at 521-29 East Seventy-ninth street, the estimated cost being 
$170,000. 

The Tiger Tire & Rubber Corporation, 749 Equitable build- 
ing, Baltimore, plans to build a plant at Havre de Grace, 
Md., to manufacture automobile tires, the estimated cost of 
the project being $150,000. The company was recently or- 
ganized. 

The Virginian Railway Co., Norfolk, Va., plans to build a 
new electric generating plant on the New River, to be used 
in electrifying the company’s railroad line from Roanoke to 
Mullins, W. Va., the entire project to be constructed at an 
estimated cost of $15,000,000. 


INCREASED CAPITAL 


Hall’s Safe Co., Cincinnati, recently increased its capital 
stock from $150,000 to $250,000. 

C. H. Miller Hardware Co., Huntington, Pa., dealer in 
hardware, mill and mine supplies, recently increased its cap- 
ital stock from $125,000 to $250,000. 


The East Akron Casting Co., Akron, Ohio, has increased 
its capital stock from $90,000 to $250,000. 

The Bryant Electric Co., Bridgeport, Conn., has increased 
its capital stock from $2,000,000 to $3,000,000. 

The Buckeye Casting Co., Lima, Ohio, has plans for in- 
creasing its capital stock from $25,000 to $50,000. 

M. J. Daly & Sons, Ine., Waterbury, Conn., recently in- 
creased its capital stock from $50,000 to $400,000. 

The Defiance Automatic Screw Co., Defiance, Ohio, has 
increased its capital stock from $15,000 to $50,000. 

The Diamond Metal Weather Strip Co., Columbus, Ohio, 
has increased its capital stock from $25,000 to $50,000. 

Chas. Leonard Hardware Co., Inc., Petersburg, Va., re- 
cently increased its capital stock from $200,000 to $300,000. 

The Algoma Wood Products Co., Algoma, Wis., has 
increased its capital stock from $50,000 to $100,000, and will 
make improvements on its factories, including the installa- 
tion of additional machinery. 


NEW CORPORATIONS 


_ The Paramount Machine Co., Asheville, N. C., $500,000; 
incorporators: H. P. Eanes, E. Ek. Reed and FE. L. McEniry. 

Safety Tool Corp., Watertown, N. Y., $50,000, to manu- 
facture tools; incorporators: H. Bernay, F. H. Lamon and 
F. K. Purcell. 

The Gates Radio Co., Cincinnati, $1,000,000; incorporators: 
L. J. Ainsworth, A. Gates, George W. Platt, F. J. Ruth and 
A. R. Ainsworth. 

The Reed Mfg. Co., New Bedford, Mass., $50,000, to manu- 
facture tire chains; incorporators: Edward C. Reed, FE. M. 
Reed and Albert Morde. 


The Gripstick Co., Canton, Ohio, $50,000, to manufacture 
a combination wrench and plier; incorporators: H. N. Big- 
ler, Dover, Ohio, and others. 

The Hand Tool Co., Hudson, Mass., $25,000, to manufae- 
ture wrenches; incorporators: Hollis H. Metcalf, A. E. Me- 
Grath and Thomas H. Sullivan. 

The Lawler-Nauck Mfg. Co., Gulfport, Miss., $60,000, to 
manufacture machinery and novelties; incorporators: TD. C. 
Lawler, Charles E. Nauck and others. 

The Haynes-Murphy Co., Hartford, Conn., $2,000,000, to 
build machines; incorporators: 1). Haynes Murphy, Otto A. 
Fredrichson and Louis S. Zahronsky. 

The Underwood Machinery Co., Boston, $100,000, to deal 
in machinery; incorporators: William K. Underwood, Frank 
E. Underwood and Thomas J. Berry. 

The Lorenson Matthews Mfg. Co., New York, $100,000, to 
manufacture tools and machinery; incorporators: L. C. Lor- 
enson, E. H. Lorenson and M. Ek. Nedmeyer. 

The Florida Screw Machine Products Co., Jacksonville, 
Fla., $50,000, to manufacture machinery and supplies; in- 
corporators: M. F. Marshall and T. Dunean. 

The Rapid Heater Company, Grand Rapids, Mich., $50,000, 
to manufacture water heaters; incorporators: Earl M. Neu- 
man, Lloyd H. Neuman and Glendon A. Richards. 

The Whiting Railway Motor Car Co., Tampa, Fla., $200,- 
000, to manufacture and repair railway cars; incorporators: 
A. J. Stuckey, J. A. Whiting and F. W. Brown. 

The Middletown Machine Co., Middletown, Ohio, $150,000, 
to manufacture machine tools, having recently taken over 
the business of the Willard-Middletown Machine Co. 

The Cleveland Range Co., Cleveland, Ohio, $60,000, to 
manufacture ranges; incorporators: W. L. Sellbach, E. R. 
Lynn, J. A. Smith, J. W. Smith and Charles H. Olds. 

George A. Hebb Spring Works, Murray and Austin streets, 
Newark, N. J., $100,000, to manufacture springs for auto- 
matic machines; incorporators: George A. Hebb and others. 

Mid-West Automobile Accessories Mfg. Co., Green Bay, 
Wis., $50,000, to manufacture a general line of specialties; 
incorporators: Ralph W. Davis, A. R. Klug and A. A. Bra- 
zeau. 

The Auto Iluminating License Co., 215 Equitable build- 
ing, Baltimore, $100,000, to manufacture license tag holders; 
incorporators: Harry F. Wittig, W. M. Chenoworth and 
others. 

The Wonder Truck & Tractor Co., 917 East Broadway, 
Alton, IIL, $200,000, to manufacture farm implements and 
tractors; incorporators: William Savidge, M. F. Becker, John 
Strober, R. H. Dalby, W. M. Edinger, Luras Haefner and 
Charles F. Meier. 

The Holland Power Washing Machine Co., Chicago: 
$100,000, to manufacture washing machines and household 
devices; incorporators: Lloyd I. Ladrich, Marie M. Wilson 
and Ray H. Wilson. 

Indestructor Bumper Corp., 155 Carl street, Chicago, $100,- 
000, to deal in and manufacture automobile bumpers, ma- 
chines, tools and equipment;  incorporators: George Hein, 
Peter Lang and Ernest Luehr. 

The Essex Wire Cloth Co., care of C. D. Rogers, 36 West 
Forty-fourth street, New York, $100,000, to manufacture 
wire cloth and other metal products; incorporators: W. H. 

3ounce, A. Miller and H. B. Bunecke. 

The Norwalk Enamel Products Co., Norwalk, Ohio, $510,- 
000, to manufacture signs, electrical equipment and other 
enamel products; incorporators: Fred W. Cook, Thomas EF. 
Adkins, E. W. Taylor and Frank Dudley. 

The W. L. C. Plumbing Supply Company, Wilmington, 
Del., $125,000, to deal in plumbing and heating supplies at 
951 North Ninth street, Philadelphia; incorporators: I. C. 
Wilson, Charles FE. Cleary and A. 1D. Lecarpentier. 

The Western Maryland Plumbers’ Supply and Hardware 
Company, 10 Main street, Hagerstown, Md., $100,000, to deal 
in plumbing supplies and general hardware; incorporators: 
Edward K. Bachtell, O. G. Yourtee and Leon R. Yourtee. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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THE HOGGSON & PETTIS MFG. CO. 
NEW HAVEN, CONN. 


We Manufacture for the Jobbing Trade 


Flue Scrapers Flue Brushes 
Flue Cleaners 
Hot Water Heater Cleaners 
Wire Brushes Wire Brooms 


Send for OUR catalogue 


Pilley Packing & Flue Brush Mfg. Co. 


RACINE 


Machine Tools 


‘Standard the World Over’’ 
“Racine’ High Metal 
Cutting 


speed 
Machines 
“Racine’ Wood or Metal 

saw, Duplex type 


Metal 


Band 


Abrasive 
Cutter 
Use “Racine” H. § 
Metal Band Saw 


**Racine” 


Wood and 


Blades and 


aha H. S. Tungsten Power 
rhe, and Hand Hack Saw Blades. 


Racine Tool 


& Machine Co. 


1105 Jones Ave. 


Wis. 


W\ 


U. 


Racine, 


608 S. Third St. St. Louis, Mo. 
WLZARD 


j Stik} 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 
WIZARD 


supply our jc 


abe 
inde¢ 
fo 


larantes 


Ww 


to sell and 
»bbers 


give satisfaction, or money re- 
liberally with samples and advertising 


RICHMOND BELT DRESSING MFG. CO 
Richmond, Va. 


samples free upon request. 


Inc. 


Genuine 


JACKSON 
BELT 
FASTENERS 


Beware of Imitations 


NONE GENUINE WITHOUT 
THE NAME 


Isaac Jackson Belt Fastener Co. 
51 Barclay Street, New York 


The No. 401 Champion 
Steel Rivet Forge 


can be working 
every 100 structural st 


99 out of 
buildings 
being built in the U nite a States to- 
day. The same may be said of al 
railroads, bridge builders boiler 
makers, ete The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 


A Salesman for a Supply House in Iowa 


during a call 
ers, remarked 
of date The 


on one of his foundry custom- 
that a certain qrinder was out 
manager agreed, and one of our 
eatalogs followed the call. with 


the result that a St Louis 
grinder, of the type here illus- 
trated was shipped direct to 


the customer. That dealer made 
a profit of $62.5 
no sales effort This sale well 
illustrates our cooperation with 
machinery and supply dealers. 


with almost 


Saint Louis Machine Tool Co. 


MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


Louchborough Ave., 
st. Louis, Mo, 
1 MASON REGULATOR CO. 
M BOSTON, MASS. 
86 When Ady Ise ise mention Mine Sureries 
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GENERAL NEWS FROM THE FIELD 


The National Safety Council will hold its twelfth annual 
meeting at the New Statler Hotel, Buffalo, October 1 to 5. 

Th Browne & Sharpe Mfg. Co., Providence, R. I., has 
opened new Los Angeles offices in the California Bank build- 
ing. 

The N. O. Nelson Mfg. Co., St. Louis, will open a new 
branch soon in Salt Lake City under the management of 
L. J. Bachle. 

The American Management Association will hold its 
annual convention at the Hotel Astor, New York, October 
29 to November 1. 

Bovaird Supply Co., Tulsa, Okla., is no longer operating 
a branch house at Cisco, Texas, according to advices received 
from the company. 

Murray W. Sales & Co., dealers in pipe and supplies, have 
moved into a new home at 801 Baltimore avenue and Third 
street, West, Detroit. 

Fuller Engineering Co. has been appointed sole licensee 
in the United States and Canada for all new business of the 
Quigley Fuel Systems, Inc. 

The Brown & Sharpe Mfg. Co., 
issued new price lists on small tools. 
ductions on micrometer sets. 


Providence, R. I., has 
These show some re- 


The second national exposition of power and mechanical 
engineering will take place in the Grand Central Palace, 
New York, during the week of December 3. 

Crane Co., Chicago, has established a warehouse at 544 
West Main street, Lexington, Ky., which is under the juris- 
diction of the company’s branch in Cincinnati. 

The United States, during the first seven months of 1923, 
exported 594,554 pounds of leather belting, valued at $921,- 
423. The South American market received 104,338 pounds 
of this belting. 

The American Gear Manufacturers’ Association will hold 
its annual fall meeting at Lake Mohonk, N. Y., October 25, 
26 and 27. T. W. Owen, 2443 Prospect avenue, Cleveland, is 
secretary of the organization. 

The Bunting Brass & Bronze Co., Toledo, was recently 
elected to membership in the Ohio State Foundrymen’s Asso 
ciation, Cleveland. Another new member of the association 
is the National Supply Co., Toledo. 

The Sundh Mfg. Corporation has been organized in New 
York to manufacture flexible metal couplings, with a plant 
at Hastings, N. Y. The company’s New York City address 
is care of M. F. Mason, 342 Madison avenue. 

John M. Collins, vice-president of the Moore Drop Forg- 

ing Co., Springfield, Mass., is one of the directors of the 
Arcade Malleable Iron Co., Springfield, which is being 
reincorporated under the laws of Massachusetts. 
_ The Drop Forge Association, Philadelphia, has issued an 
invitation to members of the drop forge industry who hap- 
pen to be in Pittsburgh at the Steel Treaters’ convention on 
October 10 to attend a dinner at the William Penn hotel at 
6:30 p.m. 

Lew Cass Hill, president of the John L. Whiting-J. J. 
Adams Company, Boston, manufacturer of brushes, died at 
his home in that city on August 25, after a brief illness. Mr. 
Hill was 72 years of age, and had been connected with the 
company for half a century. 


The Homestead Valve Mfg. Co., Homestead, Pa., has ar 
ranged a merger with the Protected Seat Valve Co., Pitts- 
burgh, and will henceforth manufacture the latter com- 
pany’s line at the Homestead plant and will market them 
along with its own products. 

The Kilbourne & Jacobs Mfg. Co., Columbus, Ohio, was 
acquired by a syndicate represented by F. R. Huntington of 
the Huntington National Bank, Columbus, at a_receiver’s 
sale held recently. It is understood that the plant of the 
company will be continued in operation. 

The E. L. Essley Machinery Co., Chicago, has been ap- 
pointed exclusive agent for the sale of engine lathes manu- 
factured by the Sidney Machine Tool Co., Sidney, Ohio, in 
Chicago territory, including Wisconsin, western Michigan, 
northern Indiana and Illinois and Iowa. 

seginning September 1, the Wickwire-Spencer Steel Cor- 
poration has been selling and invoicing their products in 
nearly all territories through the American Wire Fabrics 
Corporation. The personnel of the combined sales forces 
will be in most cases the same as heretofore. 


The Graton & Knight Mfg. Co. and the Wickwire-Spencer 
Steel Corporation were among the Worcester, Mass., indus- 
tries which operated throughout the month of July without 
a lost-time accident, and which were accordingly placed on 
the honor roll of the Worcester County safety council. 

About 40 representative pipe and supply men, headed by 
the veteran, “Lew” Jenks, recently gave a farewell dinner at 
the Auditorium hotel, Chicago, to Glen W. Christopher, who 
has been transferred from the Chicago office of the Youngs- 
town Sheet & Tube Company to become manager of the Pitts- 
burgh office. 

The American Radiator Company, Buffalo, has absorbed 
the Dominion Radiator Company of Toronto, Ontario, and 
will operate it under the name of the Dominion Radiator & 
Boiler Co., Ltd., of New York. The latter company will also 
operate the American Radiator Company’s own branch at 
Brantford, Ontario. 

The New Bern Iron Works, New Bern, N. C., manufac 
turer of mill supplies and machinery, reopened its plant Sep 
tember 1 after several weeks’ shutdown. Eugene Williams, 
formerly of New Bern, is general manager of the com 
pany, Which was acquired by local banking interests at a 
recent receivers’ sale. 

Huhn Manufacturing Co., New York, manufacturer of 
metallic packing, has appointed A. A. Neff as its west coast 
manager, with offices in Seattle, Wash., and Long Beach, Cal. 
The company has also arranged to have its San Francisco 
interests handled by Ford & Geirrine, with offices at 326 Ex 
change block, that city. 

The Interstate Commerce Commission, after considering a 
complaint filed by the National Supply Co. of Pennsylvania 
against the Baltimore & Ohio Railroad against a rate of 27 
cents on wrought iron pipe from Pittsburgh to Mannington, 
W. Va., has ordered the carriers to reduce the rate to 19 
cents not later than November 26. In addition the com 
plainant was awarded reparations. 

Walworth Manufacturing Co., Boston, held its annual em- 
ployes’ summer outing recently at Rainsford Island in Bos 
ton harbor. Two steamboats were chartered for the trip 
to and from the island, and more than 2,000 executives and 
employes attended. A big shore dinner and a program of 
sports were features of the outing. 

The former Brown-McDonald Machinery Co., 251 N. 
Ninth street, St. Louis, is now operated under the name of 
the Brown Machinery Co. I. N. Brown is president and 
reasurer, John Weller, vice-president, and L. Brown secre- 
tary. Other than the charge of name the corporation re 
mains the same as the old company. 


N. A. Strand & Co., Chicago, manufacturers of flexible 
shafts and equipments, are now located in their new two 
story factory at 5001 Lincoln street. The company was 
formerly located at 625 W. Jackson boulevard. The new fae 
tory is of modern construction and provides more com 
modious quarters than those at the previous location. 

The General Supply Co. of Canada, Ltd., Ottawa, Ontario, 
no longer operates branches at Vancouver, Winnipeg and 
North Bay, according to notice received recently from N. G. 
Foster, secretary of the company. The company still main 
tains its branches in Montreal, Toronto, and Moncton. G. B. 
Greene is now general manager of the Montreal branch. 

The Central Supply Association will hold its 29th annual 
meeting Wednesday and Thursday, October 38 and 4 at the 
Drake Hotel, Chicago. Among the speakers will be H. E. 
syram, president of the Chicago, Milwaukee and St. Paul 
Railroad, Ex-Congressman J. Adam Bede, and William J. 
Woolley, manager of the National Trade Extension Bureau. 

Montgomery & Co., Inc., New York, dealers in mill sup 
plies, machinery and tools, have rented their buildings at 
105-107 Fulton street and 62 Ann street, and are now located 
at 64 Reade street in the heart of New York’s tool and hard 
ware district, where the company has increased facilities for 
handling their large stocks. Joseph F. Gleason is president 
of the company. 

The Jones & Laughlin Steel Corporation, Pittsburgh, 1: 
reported to be considering whether it would be more profit 
able to build a dock with crane facilities at Memphis, Tenn., 
or to continue its present arrangements by which it utilizes 
the city’s big terminal. Memphis is said to have been 
-elected by the company as the most convenient point for 
distribution of its products shipped down the Ohio and Mis 
<issippi rivers in barges. 

A reorganization of a group of large cotton mills located 
in South Carolina has been completed. Five mills are af 
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The Standard of Quality Use-Em-Up Sockets and Sleeves ‘ a 
Double Needle Torches are built for serv- One solid piece—Standard except the flat Th 
An ordinary drill socket will drive a twist drill 
urning either pasoline or erosene, hey 
i only as long as the drill has a tang. When the 
are wind and weather proof. The two 
needles clean the yas orifice and regulate tang eng = oF the shank breaks, the drill ha: 
the flame perfectly. Tank is strongly 1s useless in the ordinary socket. an 
braced and fitted with cushion band which BUT—grind a flat (time 3 minutes) on the Th 
protects the base. These and other im- broken drill, slip it into a “Use-Em-Up” at 
proved features are patented. No. 208 is Socket, and it’s as good as a new drill I : 
quart, 210 pint and 206 two quart. Job- 4y 
bers supply at factory prices. Catalogue Write for Jobber S proposition. of 
Socke ype. pecials Si 
CLAYTON & LAMBERT MFG. CO., a 
208 10583 Knodell Ave., Manufactured by ne: 
nt, Brice Mune, $27. DETROIT, MICH, U.S. A. Lovejoy Tool Works 328 W. Ohio St., Chicago 
of 
ro¢ 
BURMAI INE Belting SANDING GRINDING DRILLING § ™ 
an 
; Any Time— go 
Bes | Any Place an 
These and a_ hundred 
is a composition belt, guaran- others are the opera 
tions for whi ch 
teed for general transmission HASKINS' Equipments 
are used every day. Cr 
work and low In price. Manufacturers will ap- F) 
y preciate a copy of our > 
new catalog giving im- 
— "BU RMALINE _ portant data on the pro- te 
q duction savings possible Li 
with HASKINS' Tools. 
JOBBERS will find 
Burrell Belting Co. items of 
them and their customers. 
413 So. Hermitage Ave., [ 4 Copies will be mailed on re- de 
quest. at 
Chicago R. G. HASKINS COMPANY 516 W. Monroe St., Chicago, Hl. ta 
te 
N 
CONDUIT Insist on Genuine : 
Hig A 
HANGE Quality. It Bears the pl 
The Easy, Practical, Economical Way of 7 
Hanging Conduits We give you the privilege of trying : 
Consists of curved steel loop to hold the conduit, one end ( ( k 
of ‘hich a soft oetze as ets 
lead collar and a hard metal expanding member. * \ 
Simpler and cheaper than ordinary expansion bolt éf 
heeeers and ser less to install. No protruding or Discs A 
nuts or bolts. Sizes to fit all conduits. 
profitable seller in hardware and mill supply for ninety days on your worst valves : 
houses. Write for prices and discounts. S— — pipes. If ber do not satisfy, they 
= will cost you nothing. n 
Chicago Expansion Bolt Co. . st 
Madison Terminal Bidg. Chicago, II. Goetze Gasket and Packing Co. N 
ben Fiat Clam 7 Allen Avenue, 
c 
b 
It’s Good, TYTE- | 
é 
through and through . a 
HETTRICK Black Stitched UNYTE 
Canvas Belting is made from a CEMENT | 
special hard weave, 34 oz. duck awe — Jobbers of Plumb- | 
of our own construction. [=== 
ing, Heating and 
Dealers can recommend this SE ate a 
belting for all conveying and Mill Supplies every- i 
transmission work, and GUAR- Ss where sell it exclu- c 
ANTEE it to give satisfaction. 
Generous discounts. sively. a 
( 
Sole makers of “TYTE-UNYTE” 
Toledo, Ohio 


WADSWORTH, OHIO, U. S. A. 
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fected. They are the Eureka and the Springstein mills at 
Chester, the Fort Mill Manufacturing Company at Fort 
Mill, the Lancaster Cotton Mill at Lancaster, and the Pelzer 
Manufacturing Company at Pelzer. The resulting new com- 
pany will have 350,000 spindles, and will be managed by 
Lockwood, Greene & Co. 

James G. Meyer and George W. Retz were appointed on 
August 31 as receivers in equity for the New York Rubber 
Company, which has its offices in New York and a plant at 
Beacon, N. Y. The company’s listed assets are $1,003,160 
and its liabilities $225,849. The bill of equity alleged that 
ready cash was needed, but that the company is solvent. 
The New York Rubber Company has been engaged in the 
manufacture of rubber goods since 1872. 

The Harrisburg Foundry & Machine Co., Harrisburg, Pa., 
has been placed in receivership on petition of three creditors, 
one of whom is Henry Gilbert & Son, dealers in mill supplies. 
The petition for receivership estimated the company’s assets 
at $700,000 and the liabilities at $945,000. Christian W. 
Lynch of Harrisburg, who was formerly general manager 
of the company, has been appointed receiver. The Harris- 
burg Foundry & Machine Co. has been in operation since 
1858. 

The Standard Sanitary Mfg. Co., Pittsburgh, will build a 
new warehouse in San Francisco on Brannon, Ninth and 
Dore streets. It will be a five-story and basement building 
of reinforced concrete. Among the features planned are a 
roof garden, lunch room, rest rooms and showers. One auto- 
matic passenger and three freight elevators will be installed, 
and in addition there will be spiral chutes for delivering 
goods between floors. The building will be electrically heated 
and lighted. 

Crane-Schiefer-Owens, Inc., has succeeded the Crane Ma- 
chinery Co., Buffalo, and has opened offices in Rochester and 
Syracuse. The home office will be in charge of Robert L. 
Crane, formerly general manager of the Crane Machinery Co. 
Frederick W. Schiefer, manager of Henry Prentiss & Co., 
Rochester, for the past nine years, will manage the Roches- 
ter office. Joseph F. Owens, formerly sales manager of the 
Lapointe Machine Tool Co., Hudson, Mass., will manage the 
Syracuse office. 

Manion & Company, 626-630 Baronne street, New Orleans, 
dealers in plumbing, heating, mill and waterworks supplies, 
are now in process of liquidation. This company was es- 
tablished in 1850, and was capitalized at $200,000, serving a 
territory including Louisiana and Mississippi as far as 
Natchez Texas as far as Beaumont, Florida as far as Pen- 
sacola, and Alabama as far as Mobile. The company carried 
an average stock of supplies valued at $100,000, and em- 
ployed four outside salesmen. 

James W. Kelly, for many years a partner in the firm of 
Thomas Kelly & Brothers, Chicago, manufacturer of water 
closet combinations for factories, schools and public build- 
ings, and of other plumbing specialties, has acquired com- 
plete ownership of the business. His brother, the late 
Thomas Kelly, formerly owned the controlling interest. 
Another brother, John Kelly, has now retired from the firm. 
Associated with the new owner in the business are his three 
sons, James, John and Thomas. 

Harron, Rickard & MeCone, San Francisco, dealers in 
machinery, mill and mine supplies, have recently announced 
several changes of interest in their executive staff. H. G. 
Mitchell has resigned as president and has been succeeded 
by T. W. Harron who has been manager of the Los Angeles 
branch. The latter is succeeded by A. B. Todd, formerly in 


charge of sales at Los Angeles. F.C. Edmonds, who has 
been branch manager at San Francisco, has been appointed 
sales manager. Messrs. Todd and Edmonds were both in 


attendance at the last triple convention of the mill supply 
associations in Cincinnati. 

Waldo H. Marshall, president of the Consolidated Machine 
Tool Corporation of America, died at his summer home, 
Barnstable, Mass., on August 23, after an illness of a week. 
He had been actively engaged in business until suddenly 
stricken with appendicitis: Mr. Marshall was a former 
president of the American Locomotive Co., and was largely 
instrumental in the organization of the Consolidated Ma- 
chine Tool Corporation. He was 59 years of age. One son 
and one daughter survive him. Mr. Marshall's predecessor 
as president of the corporation, Columbus K. Lassiter, also 
died suddenly within the past year. 

An International Petroleum Exposition and Congress will 
be held at Tulsa, Okla., during the week of October 8. 


Among the exhibitors will be: Blackman, Hill, MeKee Ma- 
chinery Co., St. Louis; Crane Co., Chicago; Hill Clutch Co., 
Cleveland; Jarecki Mfg. Co., Erie; National Tube Co., Pitts- 
burgh; Oil Well Supply Co., Pittsburgh; Oxweld Acetylene 
Mfg. Co.; New York; Joseph T. Ryerson & Son, Inc., Chicago; 
A. Y. McDonald Mfg. Co., Dubuque, Iowa; Schaeffer & Bu- 
denburg Mfg. Co., Brooklyn; Trimont Mfg. Co., Boston; 
Henry Vogt Machine Co., Louisville; Walworth Mfg. Co., 
Boston; and the Williamsport Wire Rope Distributing Co., 
Muskogee, Okla. 

The Jay L. Harman Sales & Engineering Co. has been 
organized at E] Paso, Texas, to deal in mill, mine and rail- 
Way supplies, with offices in the Mills building, and a branch 
office in Mexico City. The company is headed by Jay L. 
Harman, formerly El Paso manager of the Mine & Smelter 
Supply Co. Juan F. Gonzalez, member of the firm, will han- 
dle its business in southern Mexico from Mexico City. It will 
represent several prominent mine and smelter supply manu- 
facturers. Mr. Harman, before going to El Paso, in 1917, 
was with the Phelps-Dodge corporation in New Mexico and 
Arizona. He was the originator of the “Buy something made 
of copper” slogan to stimulate sales of copper after the post- 
war depression of the copper market. His rise with the com- 
pany was rapid. He was first city salesman. At the death 
of Ernest McAuley, he was made manager of the company. 
Last April he resigned to become general sales representative. 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


AGENCIES WANTED 


WANTED—Manufacturers’ Agents of Hardware and Mill 
Supplies covering the jobbing trade from Maryland to Flor- 
ida are desirous of obtaining several additional lines, Ad- 
dress No. 762, care MILL SUPPLIES, 5387 S. Dearborn St., Chi- 
cago. 


SALESMEN WANTED 


WANTED—Salesman acquainted with mill trade to sell 
soaps, greases, compounds for old) manufacturer—Baum’s 
Castorine Co., Rome, N. Y. 


WANTED—Competent or Factory Representa- 
tive calling on wholesale plumbing houses, jobbing and mill 
supply houses, also direct to industrial trade, to represent the 
largest line of Sanitary Drinking Fountains, and Ice-cooled 
Bubbling Fountains in the Middle West. An unusual propo- 
sition can be offered desirable connections. Address No. 763, 
care MILL 537 S. Dearborn St., Chicago. 


(FLAKE) (AMORPHOUS) 


GRAPHITE 


Lubricating Graphite Pipe Joint Compound 
Boiler Graphite Graphite Grease Graphite Paint 


SUPERIOR FLAKE GRAPHITE CO. 


76 West Monroe Chicago, 


SUPERFLAKE 


GRAPHITE 


SCREW WRENCHES 


“W & B” Machinists’ and “Railroad 
Special” heavy duty wrenches are 
powerful—the head and bar drop- 
forged in one piece. 
The kind of wrench that sells, 
sells quickly, and brings re- 
peat orders. 


Send for our catalog. 


J. H. WILLIAMS & CO. 
Brooklyn, Buffalo, Chicago 


NG 
Place 
ndred 
| 
— 
| 
= 
| 
| 
| 
i 
LLI 
BUPERIOR OROP-FORGED TOors 
ib- | 
nd 
lu- | \ 
89 


QUPP 


DEPENDABLE 


Buyers of fire protection equip- 
ment have learned that all Diener 
products are dependable. They 
buy them because of that fact. The 
George W. Diener Mfg. Co. recog- 
nizes that the dependability of 
its fire fighting devices is one of 
its greatest business assets. 


DIENER 
Fire Extinguishers 


We make a fire extinguisher to meet 
every requirement. Our line includes 
the soda and acid type, the five gallon 
pump tank type, the regular one quart 
type, the 
Write for Com. bucket tank type. 
plete Catalog Our experience 
enables us to ad- 

an vise jobbers as to 
Safety Cans, Shop they will find 
Cans, etc. 

easiest to sell. 


showing Fire Ex 
tinguishers, Oily 


Geo. W. Diener Mfg. Co. 


400-416 Monticello Ave., Chicago 


A Square Deal 


YE want 
valve trade, but we 


realize that you must 
first find out that we “make 
good.” 


Back of the Williams 
line there is not only an 
experience of twenty-six 
long years in making and 
selling valves, but there is 
a conscience. We don’t 
know how to make and 
we don’t want to make any 
thing but geod valves. 

Time and severe service have demonstrated 
that Williams Valves are good and that they satisfac- 
torily meet the requirements of modern engineering 
practice, 

Now, we believe that we know how to do 
business so it will be profitable to you. At least 
we are trying. 


Our policy is, first to make a good product; 
then advertise it, create a demand and depend upon 
you entirely to supply it. 


We do not ask for a contract of a year’s 
specifications. You may have the option of buying 
as large a quantity as you want—so long as you 
supply and keep up with the demand. 


Our extensive advertising campaign has 
brought about such an increased demand for Wil- 
liams Valves that we are looking for live dealers to 
supply the trade. 

If this strikes you as a fair proposition, 
suppose you write us—as we are determined to give 


you a SQUARE DEAL. 


The D.T. Williams Valve Company 


CINCINNATI, OHIO 


—Mechanical Leather Tanners— 


Mabbs - Chicago Rawhide Hydraulic 
Packing 


This is the genuine mechanical braided 
rawhide hydraulic packing, of which we are 
the sole manufacturers. It is the most dura- 
ble hydraulic packing in the market. 


Chicago Rawhide Mallets and Hammers 


“AGO RAWHIDE MFG. "CO. 


Every mill) and automobile 


supply 
dealer should stock these 


tools. 


Vulcanite-Krome Belting 
(Chrome Tanned) 


Chrome belt butts and mechanical chrome leathers 
of all kinds. 


7°, The Chicago Rawhide Mfg. Co. 
37) 1301 Elston Ave., Chicago, Ill. 


Branches: LEWIS E. TRACY CO., 127 Broad St., Boston. 
Chicago Rawhide Mfg. Co., 109 Broad St., New York. 
Chicago Rawhide Mfg. Co., 2310 Grand Blvd., West, Detroit. 
Mechanical Leathers, Ltd., 79 Fron: Street, East, Toronto. 


ava 
RESIDENCE 

WATERSYSTEM 


SELF-OILING 


| ELECTRIC 


O many good dealers, 
plumbers and pump 
men have been so. sue- 
cessful with MYERS 
ELECTRIC HOUSS 
PUMPS and DIRECT 
WATER SYSTEMS 
and have so many good 
: ~ things to say about them 
through satisfied users, that we 
unhesitatingly recommend 

: “a them to anyone interested in 
the sale and installation of 

water systems for residences, farms, public or pri- 
vate institutions. Investigate the MYERS “Honor- 
Bilt” line today, and like others, capitalize its many 
special features and its dependable service 
Information, catalogs and prices to the 
trade. 


Tr FE MYERS & BRO.CoO.Ashiand Ohio. 


— ASHLAND PUMP AND HAY TOOL WORKS-—— 


When writing to Advertisers please mention Mitt Suppties. 
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